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Sales of ordinary life insurance in the 
United States in May amounted to 
$732,952,000, according to figures just 
issued by the Life Insurance Sales Re- 
search Bureau. This is an increase of 
16 percent above the figures of sales in 
May, 1924. It is also the second highest 
month on record. This is the third con- 
secutive month in which sales have been 
higher than the previous month and in 
which they have broken all records ex- 
cept December, 1924. 
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All But One Show Increase 


Of the nine geographical sections into 
which the country is divided all but one, 
the mountain section, showed an in- 
crease in sales in May this year over 
the sales in May of last year. The low- 
est increase was made by the Pacific 
states with a gain of 9 percent; the high- 
est by the middle Atlantic states with a 


em grain-growing states were very 
much ahead of last year. The bureau's 
hgures are based upon reports of 81 
companies which do 88 percent of the 
life insurance business in the United 
States. 


Nine Percent for Country 


1925 compared with the first five months 
ot 1924 show an increase of 9 percent 
tor the country as a whole over last 
year. Every section of the country 
shared in this increase. This shows the 
increased buying power of the country 
and the greater appreciation of the needs 
and uses of life insurance. For the year 
to date, the greatest increases have been 
made in Florida where sales are running 
2 percent above the same period last 
year, and in North Dakota where the 
gain for the first five months has been 
> percent. This latter gain has been 
ue principally to the bad conditions 





which prevailed in this state last year | 


and which caused life insurance sales 
to be quite low. 

Figures for the twelve months ended 
May 31, 1925, show that the sales in this 
period were 7 percent greater than in 
the preceding twelve month period. 
Sales of ordinary life insurance 
Canada wer 
this year than in May of last year. 
suave was a considerable variation 
i records of the different provinces. 
hanitoba, Newfoundland and Alberta 
— the best record. The actual vol- 
me of sales based on reports of com- 
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gain of 23 percent over May a year ago. | 
Sales in the south and in the northwest- | 


Figures for the first five months of | 


e 3 percent greater in May | 
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TRIBUNE POLICY IS PROVEN 


Federal Life Called Upon to Pay $45,- 
000 As Result of Lackawanna 
Wreck 


Six of the 49 passengers that were 
killed in the wreck of the Lackawanna 
railroad near Dover, N. J., last week, 
were insured under the Chicago “Trib- 
une” newspaper policy in the Federal 
Life for a death benefit of $7,500. The 
North American Accident, which car- 
ries the newspaper contract for the Chi- 
cago “Herald-Examiner,” has paid one 
death claim and has received notice of 
another, although the last claim was 
not under a newspaper policy, but under 
a monthly premium policy 15 years old. 

The wrecked train was occupied 
mostly by Chicago people, as it was 
an excursion train carrying a large group 
planning to sail for Europe on the 
} same ship. This is the first test of how 
| generally the Chicago “Tribune” policy 
held. It is sold to readers of the 
|“Tribune” for only $1 and close to a 
half million of them were written by the 
Federal Life. The six claims will re- 
sult in the payment of $45,000 on the 
part of the Federal Life. This will not 
involve the catastrophe reinsurance 
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CREDIT TO HEALTH SERVICE 


Is Making Great Strides in Control and 
Prevention of Various Diseases 
Throughout Country 


NEWARK, N. J., June 24.—The last 
week in May, the death rate in 65 of the 
larger cities was only 12.8 per 1,000. For 
this, as well as the fact that the United 
States is one of the healthiest countries 
in the world, Frederick L. 
consulting statistician of the Prudential, 
says the credit is due largely to our na- 
tional public health serviee. 

Dr. 
brief review of the recent report of Sur- 
geon General Cummings, covering the 
operations of the service in 1924, 
Through these operations, with the able 
assistance of local and other health agen- 


cies, he says the country not only ex- | 


tended control over certain hitherto 
highly destructive diseases, but 
tained the health standards which in the 
last 25 years have considerably length- 


| ened the average span of life. 


placed with London Lloyds, as under | 


the agreement with that concern the 
| Federal carries the first $50,000 in any 
| one accident. 

It is hardly possible that a wreck of 
any proportions involving a number of 
Chicago people could occur without 
someone of the Federal Life policyhold- 
ers being killed. Officials of the Federal 
Life report that happenings of this kind 
were to be expected under the “Tribune” 
| policy, and compared with the entire 
volume, that there is not much ofl 
shock in this accident. Claims are be- 
| ing paid as rapidly as claim papers are 
| reached. 


Street Railway Group Case 
Co., 


The Cleveland Railway Cleve- 


Increase in Average Life 


“Attention,” he remarks, “is directed 
to the truly amazing increase in the 
average length of human life, which, in 
the 16th century, was estimated at from 
18 to 20 years, but which at the present 


| time probably is not much less than 56 


| approximately 


| per 
a | 


land, O., has insured its 5,000 employes | 


jon the group plan in the Travelers. All 


platform men, inspectors, shop men and | 


salaried men are included, the only pro- 
vision being that their term of em- 


ployment by the company should be at | ; 
| the service for its work in cancer inves- 


| least six months. 

Those who have been with the com- 
pany from six months to a year are to 
receive $750 insurance and those from 
one to two years, $1,000. After two 
years the face of the policies increase 
$100 per year of service until they reach 
a maximum of $2,000. The policies are 
payable at death or in case of total dis- 
ability. 
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business is $34,377,000, or well over $1,- 
| 000,000 of business every day. 

The records for the first five months 
of this year, compared to the first five 
months of last, show that the average 
| gain for this period has been 2 percent. 
Most of the provinces have shared in 
| this gain. Newfoundland leads all the 
| provinces in the year-to-date gain with 
| an increase of 48 percent over the same 
period last year. 


panies doing 83 percent of the Canadian | 


has been an increase of 
15 years since 1870, an 
increase which, however, was not the 
result solely of sanitary education, but 
was due also to the improvement in eco- 


nomic and industrial conditions. 


years. There 


“The prevailing death rate, as reported 


weekly by the division of vital statis- 
tics, census bureau, is approximately 12 
1,000, which about one-half the 
rate prevailing only a quarter century 
ago.” 

After referring in detail to the numer- 


is 


| ous activities of the public health serv- 


ice, Dr. Hoffman declares few of its 
current achievements are of greater im- 
portance than the establishment of ma- 
laria control. “Life insurance 
nies,” he comments, “no longer look 
with apprehension upon the south as an 
area for business operations.” 
Quarantine Service Valuable 


Dr. Hoffman pays further tribute to 


tigation, in which he has been deeply 
interested for years, and the prevention 
of goiter, in which, he adds, consider- 
able progress has been shown. But he 
especially applauds the results of the 
quarantine service in keeping the coun- 
try free of diseases that might have 
slipped in from abroad to cause consid- 
erable suffering as well as loss of life. 


Led in Group Sales 


Jack Coogan (not the boy film star), 
Kansas City, Mo., group representative 
of the Aetna Life, led the field in the 
volume of group life written in May. 
Mr. Coogan won the company’s brown 
derby for March, which in group depart- 





| ment language meant last place in pro- 


duction for the 30-day period. His 
determination to rid himself of the un- 
welcome gear led him to conclude that 
Kansas City is not such a bad place for 
group sales after all. 


The National Underwriter 


LIFE INSURANCE EDITION 


Hoffman, | 


Hoffman’s encomium concludes a 


main- | 


compa- | 


$3.00 Per Year, 15 Cents a Copy 


SIX CLAIMS RECEIVED | DEATH RATE WAS LOW | WANTS BOOTLEGGER 


PUT OUT OF BUSINESS 


| Winslow Russell Applies the Term 
to Some Agents in Selling 
Insurance 


| HANDICAPS SERVICE MEN 


| Takes the Position That Legitimate 
Salesmen Should Not be Forced to 
Compete With the Hangers on 


PORTSMOUTH, N. H., 
At the annual meeting of New 


June 24. 
England 
Agents, the 
| local fire people, Vice-President Wins- 
low Russell of the Phoenix Mutual Life 
“Can the Bottlegger 
He 


| 


| Association of Insurance 


made an address on 
Eliminated ?” 


be defined bootleg- 





WINSLOW RUSSELL 


Vice-President Phoenix Mutual Life 


a means of securing an in- 


anything 


ging as 
come without ol service, 
and fraught with danger either to giver 
or taker.” Mr. Russell said in part: 

A young man seeking a living in a 
business he believes worthy of his en- 
tire time recently approached a pros- 
pect who was building a home, seeking 
his fire insurance. The owner of the 
home advised him that the local banker 
in town had informed him that he could 
loan him more of the bank’s money if 
he would give him his fire insurance 
than if his home was insured elsewhere, 
and upon that basis the banker secured 
the business. In principle that kind of 
a loan dangerous to the bank, and 
the borrower is unlikely to get a real 
insurance service. 

Agent Had Not Been Diligent 


1s 


In the same town a large factory was 
found to be covered for $400,000 fire 
insurance. The policies contained a 90 

(CONTINUED ON PAGE 16) 
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POINTS OUT DANGERS 
OF NON-MEDICAL PLAN 


President J. C. Maginnis, of the 
Eureka-Maryland Assurance, 
Sees Many Pitfalls 





MORTALITY WILL BE MORE 


Says Ten Percent of Cases Recom- 
mended by the Agents Have 
to Be Rejected 


The Eureka-Maryland Assurance of 
Baltimore is one of the companies that 
does not believe in writing ordinary 
insurance on the non-medical plan. The 
company has used the non-medical plan 
in its industrial business and states that 
the mortality rate submitted on that basis 
is higher than the medically examined 
cases. Here is what President J. C. 
Maginnis says: 

“The evidence submitted in favor of 
non-medical selection, with regard to 
ordinary insurance, is not convincing to 
the officials of this company. 

“Companies having a wide distribu- 
tion of their risks and an abundant sur- 
plus may experiment with the non-medi- 
cal business, but we are of the opinion 
that companies of our type cannot afford 
to experiment with any doubtful propo- 
sition. 

Ten Percent Rejected 


“There are many arguments in favor 
of non-medical selection and there are 
just as many against it. There is one 
point which does not appear to have 
been stressed by either side in this con- 
troversy, and that is the fact, that life 
insurance records for many years show 
an average of one-tenth rejection of the 
business written by high-class agents— 
business recommended by them in every 
respect, nevertheless, rejected for medi- 
cal reasons. 


Will Have Mortality Increase 


“If, therefore, one-tenth of the busi- 
ness selected by the average agent rep- 
resents physical impairments beyond the 
ken of the layman, or detectable only 
upon a thorough medical examination, 
it is obvious that companies throwing 
down the bars of selection must be pre- 
pared to meet this tremendous increase 
in their mortality. 

“There are qualifying factors in this 
point, but the fact remains that the mor- 
tality will be higher with the non-medi- 
cal selection than it would be where 
selection is made through a proper medi- 
cal examination. In any event, we pro- 
pose awaiting better evidence and more 
concrete facts relative to its advisability 
before waiving medical examination for 
any amounts in the ordinary class. 


Adopt Pian in Industrial 


“With the industrial, however, we are 
probably the last of the industrial com- 
panies to require medical examination on 
infantile risks and on the usual adult 
risks for a certain amount. 

“The circular sent out practically co- 
incides with the plans in use for several 
years by some of the other industrial 
companies. This plan is adopted, not so 
much because we consider it desirable, 
but because we are forced to meet a 
situation develoned in the industrial field 
by practically all of the other companies. 


Higher Mortality 


“The mortality rate on business sub- 
mitted by the agency force (non-medi- 
cal), so far as our records are concerned, 
indicates a higher ratio than the medi- 
cally examined cases. 

“The difference, however, is not so 


MAY DEMAND POLICIES 





IMPORTANT RULING IS MADE 





Court Decides That Trustee in Bank- 
ruptcy May Realize Surrender 
Value for Creditors 





ASHEVILLE, N. C., June 24.—The 
United States circuit court of appeals 
has handed down an opinion that insur- 
ance policies of a bankrupt may be taken 
by a trustee in bankruptcy to realize the 
cash surrender value of the policies for 
the benefit of creditors, even though the 
beneficiary may be the wife of the bank- 
rupt. This opinion affirms the decision 
of the federal district court for western 
North Carolina in the case of W. S. 
Whiting, bankrupt petitioner, vs. Mark 
Squires, trustee in bankruptcy of the 
estate of W. S. Whiting. It was held 
that under the constitution and laws of 
North Carolina, the policies were not 
exempt from the debts of the bankrupt 
by reason of the fact that the beneficiary 
was his wife. 


Takes Entire Value 


Of the ten policies held by the bank- 
rupt, aggregating $72,000, the estate was 
named beneficiary in five, and his wife 
in the other five. Four months before 
bankruptcy his wife was made benefi- 
ciary in all policies. The district court 
held that the entire cash surrender value 
amounting to $18,450 should go to the 
creditors of the bankrupt. 








it will be in the ordinary because many 
medical men have given scant considera- 
tion to the examination of industrial cases 
in view of the very small fee attached to 
each case, and in view of the fact that 
companies merely require a superficial 
examination rather than a thorough ex- 
amination. 


Responsibility Put on Doctor 


“Again, the industrial agent felt that 
the responsibility of selection was up to 
the doctor rather than the agent, and, 
therefore, did not exert himself in mak- 
ing collateral inquiries as to the moral 
or physical fitness of the applicant. 

“With this new concession we are 
shifting a tremendous responsibility back 
upon the shoulders of our agency force. 
Upon the superintendent, assistant su- 
perintendent, and the agent, will devolve 
the duty of maintaining a favorable mor- 
tality loss. They will be obliged to exer- 
cise a caution far beyond that previously 
exercised. In fact, the expediency of the 
new scheme, its practicability, and its 
success, depend entirely upon the care, 
the vigilance, and the thoroughness with 
which the field force assumes this new 
burden. 


Agents Must Get Information 


“We are, therefore, chareing superin- 
tendents, the assistants, and the agents, 
to exercise the utmost care in ascertain- 
ing information concerning the family 
history, the personal history, the per- 
sonal physical condition, the height and 
weight, whether or not the weight has 
changed much recently; the habits, the 
occupation, the residence, and, of course, 
the age, plan, and amount of insurance, 
and the financial ability of the applicant 
to meet the premium, or carry the amount 
involved. 


Must List Doubtful Factors 


“These factors are vital to the prac- 
ticed eye of the company’s representa- 
tive before he is in a position to recom- 
mend the risk intelligently. If there are 
any doubtful factors in the case be care- 
ful to enumerate them so that the medi- 
cal department at the home office may 
assist the field representative in arriving 
atadecision. If this scrutiny is observed 
we have no doubt that the increased 
volume of insurance, the increased pre- 
mium, and the facilitation of issue will, 
in a great measure, offset the possible 





manifest in the industrial as we believe 


increase in mortality.” 


BREAKS ALL RECORDS 





RESULTS OF AETNA’S JUBILEE 





In Three-Month Drive Agency Force 
Surpassed Production of Latter 
Half of Preceding Year 





HARTFORD, CONN., June 25.— 
The Aetna Life announces that the new 
paid-for business obtained in March, 
April and May, its Diamond Jubilee, has 
exceeded all previous records in the 
company’s history of 75 years. The total 
amount of new paid-for life insurance, 
group and wholesale life, and accident 
and health was $191,026,440, or a sub- 
stantial margin in excess of the quota of 
$183,687,614 established early in Febru- 
ary when Vice-President Kendrick A. 
Luther announced his plans for the Dia- 
mond Jubilee. 

Reviewing the totals, Vice-President 
Luther said he thought the Jubilee was 
“the biggest proposition ever put over 
by a life insurance organization in the 
history of the business.” 


Was Biggest Proposition 


“In fixing the quotas,” he said, “we 
made the computation on the basis of 
the last six months of 1924 plus a sub- 
stantial addition. We knew the figure 
was not excessive, yet we realized that 
real work was necessary if it were to be 
reached. The field has acquitted itself 
magnificently. It has done in three 
months what it took six months to ac- 
complish last year. For this reason I do 
not feel it is exaggerating to say that 
our jubilee was the biggest proposition 
ever put over by a life insurance ofgani- 
zation.” 

Immediately after the final tabulations 
were available, President Morgan 
Brainard sent the following telegram 
to each of the general agents: 

“The company is over the top for the 
Diamond Jubilee 75th anniversary. The 
figures are astounding, and I believe 
this company has successfully com- 
pleted the biggest job ever undertaken 
in its history. May I at this time extend 
sincere congratulations and thanks to 
you and through you to your entire or- 
ganization for these wonderful results. 
I believe the beneficial outcome of this 
campaign which was attained only 
through your wholehearted cooperation 
will long be felt. May each and every 
one of you receive your share.” 

A closer examination of the jubilee 
results shows May tops all previeus rec- 
ords, the total of new business for the 
31 days being $54,119,996, or an increase 
of more than $16,000,000 over the larg- 
est preceding month. Comparing the 
first five months of 1925 with the corre- 
sponding period of 1924, the new paid- 
for business represents an increase of 
36.58 percent. 


Hartford Life Wins Suit 


The Hartford Life was successful in 
the first stage of its suit against the 
United States Security Trust Company 
and four certificate holders when the 
court overruled the demurrer of the trust 
company to the suit and held that the 
procedure of the Hartford Life to obtain 
an adjudication by which to be guided 
in the handling of the women’s division 
of the safety fund, held in trust by the 
trust company, was in accurate conform- 
ity with the procedure adopted in the 
famous Dresser case, which dealt with 
the distribution of the men’s division of 
the safety fund. 

The court action was recommended 
by the insurance commissioner and deals 
with the women’s division of the safety 
fund, the financial limit of which is $250,- 
000 and the book value of which is $125,- 
473. The Hartford Life asks that the 
fund be distributed in accordance with 
the decision in the Dresser case covering 
the distribution of the safety funds in 
the men’s division and that it should be 
distributed when the insurance in force 
reaches the amount in the safety fund at 
the time of reduction to such figure. 





















OFFICE MANAGEMENT 
MEETING IN CHicyg 


y Fl 
AT LIC 





Tentative Program Is Outling 
1925 Session, to Be Hel 
Oct. 1-3 


Inter" 
pa 






WAS FORMED LAST ypyiierROP' 












Now Has Large and Enthusiastic Men MNBjjs_Polic! 
bership Among Life Companies. Fact Tt 
F. B. Mead Is President Throt 

The Life Office Management Asso, MN SAN FR 
tion will hold its 1925 conference at ty [iMpresident I 
Edgewater Beach hotel, Chicago, 0. Mien Life a‘ 
1-3. Although this association is kg Monvention 













than one year old, it has a large a 
enthusiastic membership of 113 of t& 
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leading companies in the United Stay Mirai, espe 
and Canada. Franklin B. Mead of te MRhowed th 
Lincoln National Life is presides MiMoce com! 
Charles J. Timan, John Hancock Mutu, ight and 
vice-president; Frank L. Rowland, Li. aflet the 
coln National, secretary; L. C. Ashto, MiMput with 
Provident Mutual, treasurer. The dire. Hiiettention 
tors are Dr. Henry W. Cook, Nort. ontrol 0 
western National; Percy C. H. Papp SiMln this 
Mutual Benefit; H. P. Leak, Jeffersm — 
Standard, and J. G. Parker, Imperd H 

Life of Canada. The ¢ 

The program for the coming conven Mmppames mn 
tion, as announced by President Mead, or 
is as follows: oboe 

Oct. 1, Thursday Morning three ye 

8:30 to 10—Registration and “get the first 
acquainted” meeting. the ier 
. 10—Conference called to order by Pres- business 
ident Franklin B, Mead, secretary ani compani 
actuary Lincoln National Life. may ret 

Presidential address, “Home Office ot tha 
Methods of Handling Lapsations and Re snsurami 
instatements.” nt 

11—Training of Home Office Clerical percen! 
Workers, R. F. Rust, secretary Unin try 1s I 
Central Life. policyh 

12—Appointment of nominating com- ists anc 
mittee by president, and general con in yout 
vention notices. interest 
12:15—Luncheon (No formal arrange public 
ments). copies 
. Thursday Afternoon tribute 

1:45 to 3—Round table conference, % protest 
follows: holder 

Room A—Classification of home office 
accounts to permit operating control. , 
Chairman, James Scott, comptroller Mis- Th 
souri State Life. which 

Discussion led by J. Charles Seitz, set with 1 
retary Security Life, Chicago. the o1 

Room B—Life insurance branch cleri- lar te 
cal operations. Chairman, C. R. Dent sail 
secretary Confederation Life Association. ra 

Discussion leaders to be announced. = 

3 to 4:30: 

Room C—wWelfare activities. Chair 500.01 
man, H, F. Larkin, secretary, Connecti- indiv 
cut Mutual Life. popu 

Discussion led by Charles E. Johnston, Cana 
assistant secretary, Phoenix Mutual Life. belor 

Room D—Operation of home office me 
printing department. Chairman, L. D. -— 
Cavanaugh, vice-president and actuary, ooit 
Federal Life. ; can 

Discussion led by George A. Drieu, 4 ~— 
sistant secretary, Connecticut General aa 
Life; E. A. Denny, assistant secretary, dati 
and assistant treasurer, tate Mutual righ 
Life. pi 

4:30—Adjournment. Met 

Thursday Evening = 

Informal banquet, Edgewater Beach pen 

Hotel. (Speaker to be selected.) ple 

Oct. 2, Friday Morning - 
9—Conference convenes in assembly 
room, Edgewater Beach. (Chairman to 

be selected.) : ' 

Application of Office Machinery to ™ 
Home Office Operations, Henry Holt, as- ~ 
sistant actuary, National Life of Ver ~ 
mont. 

10—Home Office Organization. L. S po 
Ashton, secretary, Provident Mutual Li “ ~ 

11—Operation of the New Business > hi 
partment, Dr. J. P. Hutchinson, secreta - 
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Interest of Insurance Com- 





panies in Their 
Problems 


WHO WILL GET POST? 





INTEREST AS TO PRESIDENCY 


Speculation Raised as to Who Will Be 
Elected Head of Insurance Com- 
missioners Convention 


SEATTLE DRIVE COMPLETED 


Endowment Campaign and Elect 
New Officers 





ETROPOLITAN’S LEAFLET 








Kis Policyholders’ Attention to the 
Fact That They Are Capitalists 


Through Invested Reserves 












‘ent Asso. ME SAN FRANCISCO, CAL., June 24.— 
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ome of the close relations between life 
nsurance companies and business in gen- 
ral, especially public utilities. He 
owed the favor with which life insur- 
nce companies regard investments in 
ight and power companies, and read a 
aflet the Metropolitan Life is sending 


put with its premium notices, calling 
attention to the dangers of government 
ontrol of light and power companies. 
In this connection, Mr. Fiske said: 




















Interested Through Investments 


“The concern of life insurance com- 
panies in your prosperity relates to in- 
vestments, to labor problems and to the 
living conditions of the people served by 
your business and ours. I had the honor 
three years ago of addressing you on 
the first subject and am rejoiced to find 
the increasing favor with which your 
business is regarded by the investing 
companies and by your customers. You 
may remember that it was then pointed 
out that as the assets of mutual life 
insurance companies—and probably 78 
percent of the life insurance of the coun- 
try is in mutual insurance—belong to the 
policyholders, these holders are capital- 
ists and have a direct financial interest 
in your business and therefore a direct 
interest in the fair treatment of you by 
public authorities. Many millions of 
copies of what I said have been dis- 
tributed since and not over a score of 
protests have been received from policy- 
holders. 

Copy of Leaflet 


“The following is a copy of a leaflet 
which the Metropolitan is sending out 
with renewal notices to policyholders in 
the ordinary department, which is simi- 
lar to what I have just described as 
having been distributed during the last 
three years: 


“The Metropolitan has in force 32.- 
500,000 policies, insuring over 22,000,000 
individual lives—nearly one-fifth of the 
Population of the United States and 
Canada. Its assets of over $1,620,000,000 
belong to its policyholders. This huge 
sum of money is their savings, held for 
their protection. 

“You, the policyholders in the Metro- 
Politan and in the other insurance com- 
panies are the real governing body in 
this republic because you elect legisla- 
tures and executives. You are the foun- 
dation of political power. You have the 
right to fair treatment on the part of 
Supervising and regulating officials. The 
Metropolitan owns over $75,000,000 of the 
Securities of electric light and power 
companies. When one of these com- 
me is unfairly treated, it is the peo- 
> of the community, the voters and 
eir dependents who suffer. It is their 
Savings that are depleted. 


Does Not Speculate 


: ‘Your life insurance company does not 
ee. It makes investments to 
} _ There can be no doubt that light 
nd power distribution is a most im- 
ee element in our life, in the com- 
te ty, in the neighborhood, in the 
~ sehold. The life insurance company 

S the right to insist upon honest, wise, 
nat administration on the part of 

© companies; to demand that there 


In view of the fact that Insurance 
Commissioner Sam W. McCulloch of 
Pennsylvania, who is vice-president of 
the Insurance Commissioners Conven- 
tion, states that he will not be a candi- 
date for election to the presidency, there 
is considerable speculation as to who 
will be moved up. Bruce Bullion of Ar- 
kansas would be the natural man, as he 
was second vice-president, but he has 
retired from office. N. Van Camp 
of South Dakota, chairman of the execu- 
tive committee of the convention, was 
slated to ascend the ladder but he also 
is out of office. There are three com- 
missioners now being talked about for 
the presidency, they being Judge Harry 
L. Conn of Ohio, Stacey W. Wade of 
North Carolina and W. R. C. Kendrick 
of Iowa, all three excellent material in 
every way. 








shall be no exploitation of population or 
investors, that the customers shall be 
fairly and generously treated and that 
the public utility shall be fairly and hon- 
estly regulated. 

“It must be recognized that not cor- 
porate abstractions but the American 
people are the owners of the bond capi- 
tal of the companies. Every policy- 
holder is ipso facto a capitalist, and an 
attack upon capital investments is an 
attack upon the wage-earners of the 
country. It is the working people who 
suffer first when there is lack of service 
afforded by public utility corporations, 
because it is they who are chiefly de- 
pendent upon such service. It is their 
capital invested through banks and in- 
surance companies which develops this 
service for the people. It is the poor 
and the people of moderate means whose 
aggregate savings are invested in these 
enterprises. 


Watch Government Ownership 


“Plans for municipal, state or federal 
ownership of public utilities often sound 
well as presented by their advocates. 
But before assenting to them every pol- 
icyholder should examine them carefully, 
asking himself how political ownership 
can possibly give him results to com- 
pare with those attained through private 
ownership. Your life insurance company 
has invested in the building of high- 
ways, school and in fact all community 
development, You should be proud of 
your participation in the financial and 
social progress of your country. 

“The ownership of the electric light 
and power companies is now in the hands 
of more than 2,000,000 direct investors in 
public utility stocks, and indirectly in 
the hands of millions more of bank de- 
positors and holders of life insurance 
policies through their ownership of pub- 
lic utility bonds. This is people’s owner- 
ship under public regulation and as such 
should be defended against assault from 
those who would wantonly destroy pub- 
lic utility investment values.” 

“It is encouraging to learn that the 
distribution of the stock of your com- 
panies has been extended and that 1,000,- 
000 of your 12,000,000 customers now 
own stock to the amount of $250,000,000. 
There is no way in which the investment 
reports of insurance companies can be 
analyzed to show the amount of light 
and power bonds, but investments in 
public utility securities have nearly 
doubled in the last three years and now 
amount, in 41 companies representing 82 
percent of the total assets of all the 
companies, to $485,826,000, and there is 
no doubt that your business is repre- 
sented there to a large extent, because 
there is one kind of public utility securi- 
ties which has become less attractive.” 


Only One Life Bill 


The only bill affecting life insurance 
passed in Illinois during the legislative 
session just ended was one applying to 
life insurance companies organized un- 
der the laws of any foreign government. 








SEATTLE, WASH., June 24.—An- 
nouncement that $1,046,184 had been 
raised for the Children’s Orthopedic Hos- 
pital and election of officers for the new 
year marked the annual dinner of the 
Seattle Life Underwriters, held on the 
liner President Grant. This figure ex- 
ceeds any similar endowment fund ever 
raised in this country by endowment 
insurance, Jay E. Williams, retiring pres- 
ident, announced. 

Officers of the association elected at 
the meeting were as follows: George L. 
Buck, president; Harry M. Walthew and 
John W. Prinz, vice-presidents; Charles 
E. Cole, treasurer, and Kenneth White, 
secretary. 

Wrote $900,000 Endowment Insurance 


The association honored W. Dwight 
Mead, general chairman of the hospital 
endowment fund, by presenting him a 
gold plaque representing a life member- 
ship in the Seattle association. The 
presentation of the plaque was made 
last week by Jay E. Williams, as Mr. 
Mead was leaving for California. Offi- 
cial figures showed that $900,000 of the 
hospital fund was raised by new endow- 
ment insurance on the 20-year plan; 
$125,000 was received in written be- 
quests, and $22,500 in cash was collected. 
The campaign brought more publicity 
to the institution of life insurance than 
was ever received before in this city. 

Awards of Merit Presented 


“Awards of merit were presented by 
D. E. Skinner, sponsor of the endow- 
ment campaign, as follows: William M. 
Elliott, largest amount of insurance al- 
ready in force and now assigned to the 
hospital; Bradley T. Fowlkes, largest 
amount of cash subscriptions; Jules L. 
Charboneau, largest number of applica- 
tions; Ed Guernsey, next largest number 
of applications; Miss Gertrude Knudson, 
second greatest volume of new endow- 
ment insurance. 

A large loving cup was presented to 
the city agency of the Northern Life for 
writing the largest number of applica- 
tions and the New York Life won a 
similar award for writing the largest 
volume of endowment insurance 


Farm Loan Agents Meet 


A convention of farm loan agents for 
the Northwestern Mutual Life was held 
at the home office in Milwaukee last 
week. About 25 agents from all sec- 
tions of the country attended. The con- 
vention opened with an address of wel- 
come by W. D. Van Dyke, president of 
the company. On the roll call each 
agent made a brief report on the condi- 
tions of the farm loan business in his 
territory. Following were some of the 
topics discussed: “How to Get Busi- 
ness,” led by Henry Rothschild; “Fi- 
nancial Responsibility and Character of 
the Applicant,” A. S. Ambler; “Effect 
of Noxious Weeds on Land Values,” F. 
D. Henderson; “Basis of Present Valua- 
tions as Compared with Former Years.” 
W. E. Hoag; “Duty of Loan Agent Af- 
ter Loan is Consummated,” Eugene B. 
Favre; “Competition with Federal Joint 
Stock Land Bank Loans,” Frank L. Ly- 
man; “Suggestions from Law Depart- 
ment,” A. G. Miller. 


Group Policy for Carnegie Tech 


The Missouri State Life, through its 
Pittsburgh, Pa., branch office has just 
closed a group insurance policy on the 
faculty and employes of the Carnegie 
Institute of Technology. Under the 
group policy 200 persons will receive 
insurance protection, the total insurance 





approximating $175,000. 





MILLION FOR HOSPITAL 


Life Underwriters Celebrate Success of 


SPRING CONFERENCE 
OF RESEARCH BUREAU 


Successful Meeting at Hartford 
Consists Entirely of Open 
Discussion 





VISIT HARTFORD OFFICES 


Suggestion Is Made That Men Be Put 
in Charge of Conservation In 
Every Home Office 


HARTFORD, CONN., June 24.— 
One hundred and fifteen life insurance 
agency executives gathered in Hartford, 
June 17-19 to attend the third spring 
conference of the Life Insurance Sales 
Research Bureau of that city. The 
unanimous opinion of those executives 
that the sessions produced more 
concrete material than had ever pre- 
viously been available to the agency offi- 
cials of the United States and Canada. 


was 


Offices Opened toe Visitors 


The five Hartford life companies, the 
Aetna, the Connecticut General, the 
Connecticut Mutual, the Phoenix Mutual 
and the Travelers, announced, in ad- 
vance, through the Bureau that they 
would throw open their offices to any 
of the visiting officials who cared to 
discuss specific matters with company 
executives or who desired to be shown 
through their buildings. As a result 
of this, the visitors began arriving on 
Tuesday, and all day Wednesday a con- 
siderable number visited the various lo- 
cal companies. 

At the opening session Thursday 
morning with John Marshall Holcombe 
Jr.. manager of the bureau, acted as 
chairman. He first called upon two of 
the Hartford agency officials to express 
the welcome to the city on behalf of the 
local companies. These men were Vice 
President K. A. Luther of the Aetna, 
who is a member of the Bureau’s exec- 
utive committee, and Supt. of Agents H. 
H. Armstrong of the Travelers, who 1s 
a member of the executive committee of 
the Agency Officers Association. 


Program Previously Outlined 


Many weeks ago, the Bureau had put 
in the hands of numerous agency offi- 
cials an outline of each of the four prin- 
cipal topics which were to be discussed. 
These outlines made it possible for each 
speaker to follow the topic in logical 
order, and the results of this method 
were enthusiastically received, both by 
the speakers themselves and by the 
audience. The first topic of the meeting 
was the matter of company conventions 
for agents. From the outset it was ap- 
parent that the meeting was to follow 
the line previously announced, namely 
that round table discussion rather than 
formal papers was to be the keynote. 
Never before had details been discussed 
in such an open manner. 


Speakers on Conventions 


The first speaker on the subject of 
conventions was George H. Harris, su- 
pervisor of field service for the Sun Life 
of Montreal. He was followed in turn 
by other agency officials—Frank H. 
Svkes, vice president of the Fidelity 
Mutual; A. Gordon Ramsey, supt. of the 
Canada Life; A. L. Dern, supt. of agen- 
cies of the Lincoln Life; Robert P. 
Withington, agency supervisor of the 
National of Vermont: W. E. May, vice- 
president of the Peoria Life, and W. H. 
Harrison, asst. supt. of agencies of the 
Connecticut Mutual. The discussion 
brought out the fact that agency offi- 
cials are fully aware of the important 
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Why the Pan-American Life 
Insurance Company Entered 


the Accident and Health Field 


We knew it would help our Field Organization 
to increase their Life Insurance production; 


We knew it would increase their personal 
income ; 






We knew it would increase their scope of serv- 
ice to their clientele. 










The men and women composing the Field 
Organization of the Pan-American are not just 
“agents” in the ordinary sense of the word, but 
are instead advisors of insurance as the physi- 
cian is an advisor of health and the lawyer an 
advisor of legal rights. 


We write both Cancellable and Non-cancellable 
Accident and Health Insurance and our policy 
contracts are up-to-date in every respect. 


Pan-American service also includes: 


Educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Substandard Policies for Under-average Lives 
Child’s Educational Endowment 

Group Insurance 


We have a few general agency openings for 
men not presently attached. 

















Address 
E. G. Simmons, Vice President and Gen’! Mgr. 


PAN-AMERICAN LIFE 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 


This is the second of a series on our service to agents. If you did not 
see the first and are interested, write us and we will send you a copy. 

















place which conventions hold 
operation of the sales organization. 


Entering New Territory 


The afternoon topic was entering new 
territory, and in this connection the 
following subdivisions were discussed by 
the speakers—essential preliminary con- 
sideration before entering new territory, 
visits by home office representatives to 
the territory, use of paid organizers in 
opening up new territory, financial basis 
upon which new managers or general 
agents are placed by the company, or- 
ganizing new territory by transferring 
representatives from other territories, 
and lastly, the pressure put on by the 
home office to secure organization work 
by new general agents or managers. 


Officials That Spoke 


Speakers on this topic were as follows: 
—L. M. Bidwell, supt., Ontario-Equit- 
able; Eugene E. Reed, vice president, 
United Life & Accident; E. J. Harvey, 
supervisor of agencies, North American 
of Toronto; James A. Fulton, vice pres- 
ident, Continental of Wilmington; T. 
D. Blair, asst. agency manager, Pilot 
Life; W. F. McClood, manager of agen- 
cies, Southern States; A. L. Dern, supt. 
of agencies, Lincoln National; and Wal- 
ter O’Donohue, secretary of the Jeffer- 
son Standard. Although the meeting 
was primarily designed for the moderate 
sized companies, there were _ several 
questions asked by representatives of 
the larger companies, and at the conclu- 
sion of the discussion the assistant man- 
ager of the bureau—H. E. Niles—des- 
cribed in detail some work which the 
Bureau has been doing in securing fig- 
ures indicating the relative wealth and 


prosperity of various sections of the 
United States. He announced that 
member companies could secure this 


material on a county basis in order to 
cover any agency in which they were 
interested. 

Similar figures will be secured for 
Canada if they are found to be available. 


Should Put Man in Charge 


In introducing the topic of conserva- 
tion the Bureau expressed the opinion 
that it was of such vital importance to 
all companies that the responsibility for 
conservation operations should be cen- 
tralized in some one individual at the 
home office. The need for the centering 
of this responsibility was brought home 
to the Bureau by the statement, from 
several companies, that since the Bureau 
began studying the question, these com- 
panies had realized that there were 
many things being done of a conserva- 
tion nature which were somewhat dis- 
organized because of not being under 
the authority of one individual. The 
chairman of the meeting then introduced 
. B. Watson of the Bureau staff who 
recently wrote the Bureau's elaborate 
report on conservation and Mr. Wat- 
son gave a general picture of the situ- 
ation governing conservation principles 
and methods in the United States and 
Canada. His study of the situation 
placed him in a position to give an ad- 
mirable survey of the present situation. 
Following his discussion, various offi- 
cials discussed the matter in some detail, 
chief among whom were: 


Many Officials Spoke 


M. A. Linton, vice president of the 
Provident Mutual; J. ’, Simpson, 
superintendent of agents of the Sun 
Life; M. G. Fuller, manager of sales 
promotion of the American Central; 
Walter T. O’Donohue, secretary of the 
Jefferson Standard; E. M. Blackie, as- 
sistant superintendent of ordinary agen- 
cies of the London Life; H. E. Aldrich, 
vice president of the Equitable of Iowa 
and Charles Hommeyer, superintendent 
of agents of the Union Central. This 
topic stirred up a great deal of enthusi- 
astic discussion centering around the 
desirability of placing either in the ap- 
plication blank itself, or in the medical 
application blank, the inquiry whether 
the insurance which was being applied 
for was in substitution of insurance in 
another company. It was found that a 
considerable number of companies al- 
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tion blank and considered it gj 
worth while. So impressed were 4 
ficials of several other companies 
the desirability of including this rm 
in their application blank, that the 
dicated that they would recomm,. 
on their return to their home Offices 





Managers as Organizer, 






The final session dealt with jpg 
ing general agents and managers 
handling of organization work. }, 
troducing the topic, the Bureay » 
that it was recognized that man 
had been and still are appointed as », 
agers without any expectation tha 
will build an agency, but that »: 
creasing number of companies x 
coming interested in giving to mans 
an adequate conception of agency 
ing and of agency management. 
topic was divided into the following 
headings—relationship of the home ¢ 
fice to the problem of training Managey 
training given before appointment g 
manager, training given after appcig 
ment as manager and lastly, confereng 
for managers. The speakers who ley 
the discussion of the topic, were: K 4 
Luther, vice president of the Aetna 
W. E. Webb, vice president of th 
tional Life of Chicago; O. B. Ja 
asst. general sales manager of the Bag. 
ers of Iowa; J. A. Whitmore, asst. age: 
cy manager of the Phoenix Mutual: 4 
N. Mitchell, superintendent of the Cy 
ada Life; Oliver Thurman, superintes: 
ent of agencies of the Mutual Benef 
George C. Capen, asst. supt. of age 
of the Connecticut General; H. H. Am 
strong, supt. of agencies of the Tran 
lers and D. J. Bloxham, asst. supt, ¢ 
agencies of the Travelers. All of tk 
speakers emphasized the fact that tk 
training of the manager was the ke 
problem to success in operating a sw 
cessful sales organization. They fw. 
thermore emphasized the necessity ier 
close contact between the home offic 
and the agency, and the degree to whic 
several companies have developed ths 
contact was a revelation to many of the 
others. 
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Managers Conference Discussed 


One of the most interesting topic 
discussed was the handling of conier- 
ences for general agents or managers 
Many of the companies have been holé- 
ing conventions for soliciting agents {or 
many years, but only recently have bus- 
ness conferences for the managers be 
come a vital part of their organization 
Every company testified to the desir 
bility of such conference. 











Distribute Manager's Manual 





One of the features of this part o 
the program was the distribution by the 
Bureau of Volume III of the Managers 
Manual which carries on the work dis 
cussed in the previous volumes. Volume 
III deals, in detail, with the handling 
of every day affairs of the agency, such 
as the stimulation of the individual man 
through personal contact with his mat 
ager or the stimulation of the agency as 
a whole through agency meetings ane 
the like. So enthusiastically was this 
volume received that about 1,500 copies 
were ordered on the spot by the agency 
executives who were present at the time 
it was distributed. The Bureau als 
gave out various other reports wihici 
had just come from the printer, chit! 
among which was an elaborate discus. 
sion of salary deduction insurance ane 
of non-medical insurance in the United 
States. Both of these reports were ea 
erly sought for by the officials. b» 
The entertainment features, including 
golf the first day, and an auto ride an¢ 
vaudeville entertainment the second ay, 
were evidently enjoyed and appreciated 
by the visitors. 




























No Substandard Brokerage 


It was recently stated that the Kat- 
sas City agency of the Equitable Life 
of Des Moines is now accepting bust 
ness through brokers at its Kansas ('! 
agency, both on standard and sub-stat- 
dard plans. It is accepting business 
from brokers on the ordinary plan but 

















ready had this inquiry in their applica- 






not on the substandard. 
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In the ring it is the man with the punch who wins out. In the business of 
life insurance selling the man with the punch is usually successful. Given the 
aid of a company with a punch and his success is assured. 


Here is one reason why International Life men are uniformly successful. 
They represent a company that is “THERE” to use their own language. They 
know that the International Life is constantly anticipating the needs of their 
prospective clients and assureds, that it is making up-to-date insurance contracts, 
and that it is rendering real service to both policyholders and agents. 


The spirit, virility, and punch of the organization is contageous, and every 
worthwhile agent is imbued with this same spirit and this same punch. 


There is a place in this company for men who are alive and realize the need 
of representing a company with a punch. 


Fastest Growing Company 
in the Mississippi Valley 


nternational Life Insurance 


St. Louis, Missouri 


J. R. PAISLEY, President W. K. WHITFIELD, Vice President 
W. F. GRANTGES, Vice Pres. and Gen’! Mgr. Agents 




















0. 
































THE NATIONAL UNDERWRITER 








June %, x, 1925 























1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 





Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
Texas, California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 


INSURANCE COMPANY 


Liberty Life Building 


TOPEKA, KANSAS 


LIFE ACCIDENT HEALTH 











The History of the Liberty Life 
Is a Record of Promises Kept. 
































Home Office Kansas City, Missouri 
Come to the National Life Underwriters Convention in Kansas City 


FOR MINNESOTA 


An “old-time” state agency contract with non-forfeiting renewal com- 
missions and some “h t-to-g Pp 
man who can demonstrate ability to do a real 
in that splendid state. 


da ” 





Address—Ralph H. Rice, President 
NATIONAL FIDELITY LIFE 


Insurance Company 


ation now epen to a 
job of agency building 


Ralph H. Rice, President 





HOME LIFE INSURANCE COMPANY 


OF AMERICA 
* [acorporated 1899 


GIVE FINAL PROGRAM 


NORTHWESTERN MUTUAL PLAN 





Full Details of Convention to Be Held 
at Home Office in Milwaukee 
July 20-22 Announced 





MILWAUKEE, WIS., June 25.—A 
final draft has been made of the pro- 
gram for the annual convention of the 
Association of Agents of the Northwest- 
ern Mutual Life, to be held at the home 
office here July 20-22. Russell Thier- 
bach, secretary of the association and a 
member of the home general agency 
force, is co-operating with home office 
officials in the making of plans for the 
convention. 


The program opens Monday, July 20, 
with the district agents’ conference, with 
E. T. Proctor of Kentucky in charge. 
The conference will have a special pro- 
gram of its own. 


A golf tournament is booked for Mon- 
day afternoon. M. A. Carroll of Osh- 
kosh, one of the finest of all insurance 
golfers, and Henry F. Tyrrell, legisla- 
tive counsel for the company, are in 
charge. A tour through the home office 
with special emphasis on information 
helpful to agents has been arranged for 
Monday afternoon, conducted by John 
P. Davies, educational director. The an- 
nual East vs. West baseball game will 
also be staged Monday afternoon. Or- 
ison S. White of Michigan is captain of 
the eastern team and V. E. Pinkus of 
Indiana, captain of the western team. 
The annual dinner of the Marathon 
club of the company, composed of agents 
who have written 100 or more lives dur- 
ing the agency year, will be held Mon- 
day night. A big get-together dinner 
for the agents will also be held Monday 
night. Million dollar producers and 
honor men will be featured. Clifford 
L. McMillen, home general agent, and 
associates, are in charge of the program. 


General Sessions Start Tuesday 


Formal reception to agents by officers 
of the company will be held Tuesday 
morning, with Leo Lucas of Ohio and 
Ira Blossom of Michigan in charge. 
President Van Dyke will deliver the 
address of welcome, with response by 
Milton L. Woodward of Detroit, presi- 
dent of the association. George E. Cope- 
land, agency superintendent, will present 
company prizes. Robert R. Reid of II- 
linois will talk on “Building a Complete 


Program.” ° 
A two-act insurance play will be put 
on Tuesday afternoon. “Lump Sum 


Settlements,” by C. S. Beck of Ohio is 
the first talk on the program, following 
by “Need of Cash for Family Readjust- 
ment” by Lawrence T. Winship of Mas- 
sachusetts and “Income for Wife and 
Children” by A. C. Duckett of Califor- 
nia. E. E. Jewett of Minnesota will 
talk on “Educational Policies” and 
Harry Ricker, assistant secretary, will 
discuss the “Technique of Properly Ar- 
ranging Programs.” 

The Tuesday evening session will be 
turned over to the association dinner at 
the home office, with Royal S. Golds- 
bury as toastmaster. Tornow & Doeb- 
ler of New York will present “The 
Worst Way to Sell Life Insurance” 
while Ralph Hamburger of Minneapolis 
will make presentation of sports prizes. 
The principal address will be “Junk” by 
Rev. M. S. Rice, Detroit. 

Election of officers takes place Wed- 
nesday morning followed by committee 
reports. “The Life Insurance Agent of 
1935” is the subject of a speculation by 
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MUTUAL TRUST’S NEW Pop 

Company’s Rate Book Effectiy, la 

Gives Agents Valuabk 
Equipment 
















































The Mutual Trust Life of Q;. 
will place a new rate book in the h 
of its field men effective July 1 ay 
the same time will announce a py 
of new policy forms, a liberalization 
its present policies, and broader » 
for writing term insurance, 


New Convertible Policy 


The ordinary life or endowmey 
age 85, can now be converted un 
four special options to other form; 
any time simply ‘by the payment oy 
increased premium. The policy cont 
a table showing the increased premix 
required to convert the policy at the aj 
of each of the first five years, to 4 
regular 20-pay or paid up at 65 Policiey 
which are endowments at age 83, or 
an income endowment at age 65, ory 
the regular 20-year endowment, 

The other new policy forms are 
income endowment at age 65; endo. 
ment at 85 paid up at age 65; juvenk 
endowment maturing at age 18; and pr. 
ferred life annuity with special retin. 
ment annuity. 


Children Can Be Written 


The policy revisions include a con. 
plete table of rates for deferred su. 
vivorship benefits, as additions to th 
ordinary life endowment at age 835, ani 
20-pay endowment at age 85. Childs 
endowments will be issued from date 
of birth. Children can also be write 
as low as age 10 on any standard policy 
which has a premium as high as, o 
higher than, the continuous payment 
endowment at age 65. 

Rules on term insurance have bee 
liberalized so that disability income ani 
double indemnity can be written with 
term policies. Term insurance can now 
be issued to self-supporting women. 


New Disability Clause 


A new total and permanent disability 
clause will be written under which dis- 
ability is presumed to be _ permanent 
when total disability is present and has 
existed continuously for not less than 
three months immediately preceding 
proof. 

The new rate book will be a loos 
leaf volume bound in genuine morocco 
leather. Rates are conveniently ar- 
ranged, the regular premium being on 
the same page with premiums for spe- 
cial provisions. 

Twenty Years Old 


The Mutual Trust Life celebrated its 
20th anniversary May 26. The 19% 
business shows a splendid gain over the 
same period a year ago. The company 
now has considerably over $100,000,000 
of life insurance in force on a paid 
basis. 


Will Meet at Chicago 


The fall meeting of the American li 
stitute of Actuaries is to be held Nov. 
5-6 next, at the Edgewater Beach Ho- 
tel, Chicago. 


— 











WANTED! 
400 or 500 Shares 


of stock in going company, life, fire or 
casualty. Either treasury stock oF 
shares now outstanding. 

I have placed thousands of shares of 
insurance stock in a clean way 4? 
prefer to sell for licensed company. 
Highest references. If interested com- 
municate with 


-I. Monte Silverberg 


6009 S. Park Ave. 
Chicago, IIL. 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 

Industrial policies are in full immediate benefit from date of issue. 

Ordinary policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. Goop CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL. 8. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 












W. E. Rowley of New Jersey, while Dr. 
S. S. Huebner of the University of 
Pennsylvania will talk on “Human 
Values vs. Property Values.” 

A luncheon conference at which Nor- 
mal R. Hill of Pennsylvania will talk 
on “Loyalty” and M. J. Cleary, vice- 
president of the company, will discuss 
“Agent’s Responsibility in Connection 
with Programs and Option Settlements” 
will conclude the convention. 
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Would You Buy an ‘idles W iow. a : Self Starter ? 


ANUFACTURERS themselves have an- 
ticipated your decision. 


The combination of accident and health 
insurance with the life policy is as much a 
modern essential of “standard equipment” 
in individual protection as the self-starter 
in the motor car. 


A dominating force in sales resistance 
which the arguments of the life underwriter 
must meet comes from the prospect’s self- 
interest. The Perfect Protection Policy, 
combined life, accident and health insur- 
ance, in providing benefits to LIVING 
policy-holders as well as their estates is 
the entering wedge to many a successful 
sale which otherwise would never be closed. 


Because— 


The Perfect Protection Policy appeals to 
that particular force of sales resistance— 
the prospect’s self-interest. 


Everybody is NOT a prospect for life 
insurance but the possibilities that. every- 
body can be sold Perfect Protection are 
becoming greater every day that the insur- 
ing public learns of its availability. 


Get the modern idea. Ask the Perfect 
Protection producer or write for our book- 
let giving the salient features of this com- 
prehensive program. 


Reliance Life Insurance Company 


OF PITTSBURGH 


FARMERS BANK BUILDING - PITTSBURGH, PENNA 
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OWNERSHIP OR STEWARDSHIP? 


The difference in meaning between these two words 


is the difference between the policy and management 
of the 


Inter-Southern Life 


Insurance Company 
Louisville, Kentucky 





And 


Banks, Financial and other Commercial Institutions. 


Ownership is of pagan origin, 
Stewardship is of Hebrew and Christian origin. 


_— = Coe Life 


Insurance Company 


BUILT ON The Principles of 
OPERATED STEWARDSHIP 


For the Ever Increasing Family of 


INTER-SOUTHERN POLICY HOLDERS 


That accounts for the INTER-SOUTHERN 


Low Rate Compound Option 4% Coupon Policy Contracts 
And its 

Low Rate Multiple Option 344% Coupon Policy Contracts 
And its 

Low Rate Group and Employes Club Plan Contracts. 


— i a Life 


Insurance Company 
Louisville, Kentucky 


Operates in Ten States: 


Kentucky, Illinois, Indiana, Ohio, Pennsylvania, West 
Virginia, Tennessee, Arkansas, Georgia, Florida 


Good Contracts for Good Producers 




















'RESULT SATISFACTORY 
“EXPERIENCE ON NON-MEDICAL 
| 


Officials of American Life of Detroit 
Comment on Showing Made in 
First Six Months 





DETROIT, MICH., June 25.—Ex- 
perience of the American Life with non- 
medical insurance up to $2,500 during 
the six months this new service has 
been made effective by the company is 
characterized as decidedly satisfactory. 
The possibility of extension of non- 
medical to larger policies is said to be 
strongly indicated by company officials 
in view of this favorable experience and 
the satisfactory co-operation of agents 
in gathering adequate information for 
the writing of risks. According to Dr. 
W. H. Brown, medical director, and C. 
F. Cross, actuary, the outstanding factor 
making for the success of non-medical 
is contained in the fact that in the ma- 
jority of cases covering applicants be- 
tween the ages of 20 and 45, upon which 
this class of business is written, few 
physical deficiencies are revealed in 
medical examinations that are not evi- 
denced in the past histories and sup- 
plementary information available on the 
application blanks. 


Agents Interested in Plan 


“We are finding that agents are show- 
ing a whole-hearted interest in the non- 
medical plan,” said Dr. Brown, “and 
that they are only too willing to give us 
complete information that enables us to 
gauge the proper value that may be 
placed on a risk. Local medical exam- 
iners also are showing a willingness to 
cooperate on an equally satisfactory 
basis as formerly, when medical exami- 
nations were required in all cases, and 
we are not inclined to the belief that 
there will be any tendency toward cur- 
tailment of service on their part.” 

Mr. Cross pointed out that considera- 
tions in this latter connection involving 
any changed attitude on the part of local 
medical examiners due to the existence 
of non-medical really have no place in 
its discussion, since an insurance medi- 
cal examination is a distinct service ren- 
dered by a physician for which he re- 
ceives adequate compensation. 

“Since each insurance examination is 
a definite task for the examiner for 
which he is paid satisfactorily,” said Mr. 
Cross, “it certainly follows logically that 
he cannot object to an improved prac- 
tice which will eliminate the need for his 
services in the majority of cases. This 
is simply in line with progressive and 
economical business development.” 


Study Past Histories 


A survey of the brief experience of the 
American Life with non-medical indi- 
cates that past histories of applicants 
have come in for thorough study, par- 
ticularly former periods of illness, on 
which necessary information has been 
obtained readily with the cooperation of 
agents and physicians. That physicians 
have taken the standpoint that the ap- 
plicant, as a former or present patient, 
is entitled to know all about a particu- 
lar period of illness or his present physi- 
cal condition so far as this information 
is available, is thoroughly well indi- 
cated. 

While the American Life is now writ- 
ing non-medical policies up to a maxi- 
mum of $2,800 for educational contracts 
and in the main up to $2,500, two other 
local companies, the Detroit Life and 
the Michigan Mutual, have not yet en- 
tered the non-medical field and are not 
contemplating any immediate action in 
this connection. The whole matter of 
non-medical insurance as opposed to the 
old system with attendant medical ex- 
amination fees is now being made the 
subject of a thorough study conducted 
under the auspices of the Michigan Life 
Officers Association, through the coop- 
eration of the medical directors and ac- 


INJUNCTION IS souciy 


——_ 


ECHO OF WESTERN LIFE DEAL 
Twenty-Five People Seek to Stay th, 
Final Payment to Royal 
Union Life 





_ DES MOINES, IA., June 25.—An in 
junction has been sought in the distri 
court to prevent the Iowa Loan & Try. 
Company from disposing of $200,009 
cash to stockholders of the West 
Life, the balance of the sale price to he 
Royal Union Life. Judge Huber Ur 
terback has set the case for hearing 
July 7. Twenty-five clients with a 
totalling over $150,000 are represents 
in the action. 7 
The injunction is the outgrowth oj 
damage suits filed by the plaintiz 
chiefly stockholders in the Banker. 
Land & Investment Company and thy 
Consolidated Chemical Company, ;; 
which claims of misrepresentation in the 
sale of stock of those concerns, the oj. 
ficers and directors of which were 
largely the same as those of the Wes. 
ern Life. Four suits, similar to the ones 
just instituted, have been tried and the 
plaintiffs successful in each action, 
They claim that they were persuaded to 
buy stock in the Bankers Loan oj 
which A. D. Struthers, James H. Jami- 
son and S. F. Ellis were officers on the 
representation that the company had 
sole right to invest money for the Wes. 
ern Life, making it an unusually profit. 
able business. 
The merger of the Western Life and 
Royal Union was consummated May 7 
and the Iowa Loan & Trust Company 
made a co-defendant in the suit just in- 
stituted. The plaintiffs in the new 
suits allege that they fear officers of the 
Western Life may conceal or dispose 
of proceeds of the sale, so that in the 
event of damages, the plaintiffs will be 
unable to collect. 


Philadelphia Wants 1926 Meeting 


The Philadelphia Association of Life 
Underwriters has just taken formal ac- 
tion in the start of a campaign to secure 
the annual convention of the National 
Association of Life Underwriters for 
that city during the sesqui-centennial 
celebration next year. 

At a special meeting of the executive 
committee of the association last week 
it was voted to use every possible means 
to induce the national body to convene 
there in 1926. President Pierce of the 
association is behind this movement 
strongly and is asking every member of 
the organization to assist in putting it 
over. National President John William 
Clegg has also expressed himself as 
strongly in favor of the move. 








resented in the membership, with the re- 
sult that similar action may be taken by 
some of these organizations following 
along the line of this inquiry. 


J. Henry Johnson, general agent of the 
National Life of Vermont at Oklahoma 
City, has returned from Washington, 
D. C., where he attended the mid-year 
meeting of the executive committee of 
general agents association of his com- 


Can You Use 


a capable Agency Supervisor 





who is at present employed? 
Can furnish A-1l references 
both as to character and 
ability. Address 0-54, care 
The National Underwriter. 
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COLORED RISKS PLACED 


—_—_—— 


MORE FACILITIES ARE OPEN 





Two Chicago Legal Reserve Companies 
Writing Ordinary Business Are 
Extending Their Operations 





Chicago, which has a large colored 
ooulation, has until recently not pos- 
atl the facilities for handling life in- 
wrance for Negroes as standard rates 
and in old line companies. There are 
now two local Chicago companies, the 
Victory Life and the Liberty Life, both 
old line, legal reserve, owned and man- 
aged by colored people. The Metropoli- 
tan Life is taking colored business at 
regular rates. These three companies 
are now making a drive for colored busi- 
ness on the ordinary plan. 


Victory Life Branched Out 


The Victory Life has branched out 
this year into a number of other states. 
it is now licensed in Texas, Missouri, 
Illinois, Ohio, West Virginia, Kentucky, 
Washington, D. C., Maryland and New 
Jersey. This company will have agents 
in all centers where there are sufficient 
colored people to warrant operations. It 
is making brokerage contracts with 
agents of other companies to handle 
their Negro business. I. J. Joseph, the 
general manager, states that in a large 
number of points there are a limited 
number of colored people who desire life 
insurance. He will make brokerage con- 
tracts with other agents in the locality 
for handling this business. The Victory 
Life has capital $100,000, assets $167,200 
and surplus and unassigned funds $57,- 
378. It writes business only on the ordi- 
nary plan, but has a monthly premium 
department and is also writing inter- 
mediate policies of $100 to $500 tor ages 
15 to 55. These are written on the en- 
dowment at age 85, 20-payment endow- 
ment at age 85 and 20-year endowment. 


Writes Children’s Policies 


The Victory is also writing insurance 
on the lives of children from $100 to 
$500 for ages two to ten years and from 
$100 to $1,000 for ages 10 to 15 years. 
Insurance for children is issued on the 
20-payment endowment at age 85, 20- 
payment, 30-year endowment and 20- 
year endowment. The Victory writes 
both participating and non-participating 
business. 

Anthony Overton, president of the 
company is president of the Douglas 
National Bank of Chicago and head of 
the Overton-Hygienic Manufacturing 
Company. On the directorate are 
George T. Kersey, who is a member of 
the Illinois legislature; Dr. Edward S. 
Miller, cashier of the Douglas National 
Bank; Major R. R. Jackson, an alder- 
man of Chicago. It has one woman di- 
rector, Mrs. Gertrude Savory, a druggist 
in New York City. I. J. Joseph, the 
vice-president and general manager, is 
aman experienced in insurance work. 

The Illinois insurance department has 
recently examined the company and in 
speaking of it says “the management de- 
serves commendation for the economy 
with which the affairs of the company 
have been managed, resulting in a show- 
ing of $57,428 out of $60,000 contributed 
surplus after the first nine months’ oper- 
ation, and $642,312 insurance in force. 
The expense of obtaining new business 
Seems exceptionally low, due of course 
to the conservative rates and commis- 
sions allowed on the first year’s pre- 
miums.” The Victory Life now has over 
$1,000,000 of insurance ‘in force. 


Liberty Life Well Managed 


The Liberty Life of Chicago now has 
upwards of $7,000,000 of insurance in 
force, the figures Jan. 1 being $6,194,096. 

st year its new business amounted to 
$4,371,846. This company is owned and 
managed by colored people. It owns 
Its own building at 3513 corner 35th 
street and Grand boulevard, Chicago. A 
large part of this is rented. Following 
the death of President Frank L. Gilles- 
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How Come? 


J. J. O’Brien of Milwaukee has 
spent all of his earning years in the 
life insurance business. He started as 
an office clerk and worked up to the 
position of Chief Field Superintendent 
for a progressive middle-western com- 
pany. 


Because his work kept him on the 
road practically all of the time, he de- 
cided to take an agency and build for 
himself in his home town. He could 
not secure the agency for his own com- 
pany in that city so he cast about for 
the most promising connection with 


another company. 





He picked The Lincoln National 
Life. J. J. OBRIEN 


“I noted that The Lincoln National Life had made an enviable record. 
This was undoubtedly due to progressive management,” Mr. O’Brien said. 


“I met part of The Lincoln National Life Home Office officials and they 


impressed me as the type of men I would like to associate with. 


“The wide range of prospects covered by Lincoln National Life policies 
and the thorough service offered field men should be an inducement for 


attracting high-type salesmen, I believed. 


“I am heartily pleased with my choice.” 








(CINK UP (wma te @)LINCOLN) 





The 


f™ Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 


More Than $365,000,000 in Force 
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AGENTS 
who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
Portland, Maine 

















pie, Dr. M. O. Bousfield, the medical 
director, was chosen acting president. 
Dr. Bousfield is one of the leading Ne- 
groes of Chicago. The officers and di- 
rectors of the company are men af very 
high repute. It is now licensed in IIli- 
nois, Kentucky, Michigan, Missouri and 
District of Columbia. Most of its busi- 
ness is in Michigan and Illinois. It 
maintains a branch office in Detroit and 
has a good working corps of agents in 
that city. The Liberty Life started in 
business in 1921. 


Percy W. Yard, district manager for 
the Mutual Life of Illinois, at Macomb, 
Ill. was married last week to Miss 
Gladys Weaver of Canton, 








Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 


1865—SIXTY YEARS OLD—1925 


PROVIDENT Agents in their ap- 
proach have the advantage of the 
national advertising of the Company 
which is striking and original, and also 
of a Direct Mail Campaign. 


Founded 1865 

















TEXAS MISSOURI ILLINOIS OHIO WEST VIRGINIA KENTUCKY WASHINGTON, D. C. MARYLAND NEW JERSEY 


VICTORY LIFE INSURANCE COMPANY 


HOME OFFICE: OVERTON BUILDING 
ANTHONY OVERTON, President 


M. A. NATION, Pres. 


Universal Life Insurance Company 


Mr. Agent: 


Have you ever had a colored risk to place? 
Put the Victory Life on your file and use it for that purpose. 


it? 





MERGER PLAN IS DISCUSSED 


International Life & Trust and Equita- 
ble Life & Casualty Plan 
Consolidation 


That a consolidation of the Interna- 
tional Life & Trust of Moline, Ill, with 
the Equitable Life & Casualty, with 
headquarters in Chicago, is being dis- 
cussed, became known recently when 
Commissioner Saufley of Kentucky was 
approached by representatives of the 
latter company to obtain his views and 
permission in case the discussions should 
result in a deal. No definite sale of stock 
has been agreed upon. 

The International Life & Trust has 
been planning to go into the accident 
and health business, and the Equitable 
Life & Casualty, which does strictly an 
accident business, was making plans for 
entering the life business. As result of 
this the two companies had discussed 
the proposition of a consolidation, ac- 
cording to J. W. Bain, president of the 
Equitable Life & Casualty. 

He stated that if the plans should go 
through the executive staffs of both the 
companies will remain intact, the Equi- 
table management being in charge of 
the accident and health department. The 
consolidation would probably be effected 
by a sale of stock of the Equitable to 
the International. “There will be no 
disruption of the field organization re- 
sulting from the merger,” said Mr. Bain. 
The Equitable Life & Casualty is a Ken- 
tucky corporation but maintains its of- 
fices in Chicago. It was organized in 
October, 1923. In 1924 its premium in- 
come was in excess of $47,000. Capital 
and surplus amounts to $120,000 with 
total assets of $137,000. The Interna- 
tional Life & Trust has assets of $1,- 
458,000 and insurance in force of 
$10,000,000. 


Provident Mutual Convention 


The Quarter Million Club of the 
Provident Mutual Life will hold its an- 
nual convention at Atlantic City Sept. 
21-23. The first ten men in the club 
that will lead the cohorts to the shore 
in September are I. P. Miller, Philadel- 
phia; F. M. Harper, North Carolina; 
Sigourney Mellor, Philadelphia; Charles 
Selig, Brooklyn; J. L. Simons, eastern 
Pennsylvania; A. M. Hammer, Boston; 
A. F. Gillis, New Jersey; R. S. Babcock, 
fos Angeles; W. L. Mason, Philadel- 
phia, and E. D. Ullman, St. Louis. 


Miss Dorothy Rex Walton, daughter of 
Mr. and rs. Simeon Dennis Walton of 
Farmville, Va., was married Jane 25 to 
Clark Epting Lindsay, district manager 
at Charlottesville for the Mutual Life 
of New York. 


equipped to take care of such business. 


Dubuque, Iowa 


WE WANT GOOD MEN 





And wondered where you could broker 
We are adequately 


3621 South State Street, Chicago 
I. J. JOSEPH, V. Pres. & Gen’! Mgr 


MIDLAND LIFE IS REINgyp 


Des Moines Life & Annuity Ge, 
tract to Take Over Business a 
St. Paul Company 


A contract for the reinsurance ¢ 
business of the Midland Life 4 9 
Paul in the Des Moines Life & Ap, 
involving $10,500,000 of insurance | 
force, was approved last week. p, 
dent Strickler of the Midland en. 
into a reinsurance contract with the J 
Moines Life & Annuity and later 2, 
lar contract with the Dakota Li, 
South Dakota. Because of the ima 
condition of the Midland, Commis, 
Wells granted one day to reac 
agreement as to reinsurance befor 
would ask for a receiver. The Da 
Life withdrew its contract, and the} 
Moines Life & Annuity announced 4 
an agreement had been reached to « 
out the reinsurance of the Midland 

The Dakota Life plans to chang; 
name to the Midland National. (hig, 
tions have been entered by the ), 
Moines Life & Annuity but the chay 
will probably go through. 


HEART DISEASE RANKS Fi 


Death Toll From That Cause Grex 
Than From Tuberculosis, Metro. 
politan Life’s Figures Show 


MINNEAPOLIS, MINN., June 23, 
Heart disease has taken first pla 
among fatal diseases in America, taking 
a greater toll than tuberculosis, } 
Horace J. Howk, superintendent of th 
Metropolitan Life sanatorium at ht 
McGregor, N. Y., told a gathering of m 
tional health experts here. He gave th 
following comparisons: 

Between the ages of 35 and 44 om 
white person in every thousand dies o 
heart disease. 

About 2 percent of school children: 
have heart impairments. 

In the experience of the Metropolita 
Life, two out of every 100 applicants are 
rejected because of heart disease. 

In 1900 the death rate from heart dis 
ease in registration area of the United 
States was 111.2 per 100,000, while in 
1922 the rate had increased to 148.4 and 
in 1923 to 162.2 for the registration 
states. 

“The mortality rates increase steadily 
from the fifth year,” he explained. “From 
the tenth to the fourteenth years, m 
the experience of the Metropolita 
among industrial policyholders, heat 
disease mortality exceeds the four prit- 
cipal diseases of childhood and is su 
passed only by tuberculosis.” 


CHAS. E. WARD, Sec’y. 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 


Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, IIl. 
















A GOOD POLICY 
TO CARRY 


A GOOD COMPANY 
TO REPRESENT 


Continental Assurance Company 
910 S. Michigan Ave. 


Chicago 























You Want More Business! 


You want your clients to be satisfied with the service 
your companies and your agency renders. 


Kaufmann Systeman Security Holders 


are the best leather containers on the market designed to 
provide a place for insurance policies, bonds and other valu- 
able papers. They typify quality service and as such help 
to deliver those extra policies. 


Use the coupon—an examination will convince you. The 
price is $2.25. There is a larger size at $3.15. Liberal quantity 
discounts, In lots of 25 or more your name on the holders 
without additional charge. Use the coupon today! 


E. L. KAUFMANN 


Room 700, Austin Bldg.. 
111 W. Jackson Blvd. 
Chicago, II. 
Telephone Wabash 3933 


Pe 2 ew ee ee eS eee eee eee 


1 will remit $2.25 within ten days. 
not, I will return the holder. 


I would like to examine a Systeman 
Security Holder. If I decide to keep it 


TePEPOU OPO P EERE EES 


If 

















Central States Life 


Insurance Company 
St. Louis, Mo. 





General Agency Openings in 


CHICAGO 


ILLINOIS FLORIDA 





All Ages up to 65. 

Participating and Non-Participating. 
Standard and Sub-Standard. 
Disability and Double Indemnity. 


ASSETS: $6,500,000 
INSURANCE IN FORCE $65,000,000 
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OMURY 


THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Strong and Progressive 





Paid to Policyholders— 


Over—$19,000,000.00 


Insurance in Force— 


Over—$ | 38,000,000.00 





A. C. Tucker, President 
D.C. Costello, Secretary 





Wm. Koch, Vice Pres. 




















In Five Years 
this Company has increased 


its business in force.........147% 
its premium income.........133% 
EE eee 
its reserves ................267% 
its surplus to policyholders. .17.5% 


It’s a good Company 
to tie to 


For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mgr. 
T. W. Appleby, Pres. 











Some Duties of the Paid 


Association Secretary 


ILLIAM A. SEARLE, assistant to 
President Clegg of the National As- 
sociation of Life Underwriters, has made 
a thorough study of the paid secretary 
form of management for local associa- 
tions. He has found that the experi- 
enee of associations would indicate the 
following duties and services of the sec- 
retary: 
1. Take over the keeping of financial 
records. 
2. Keep the books for the treasurer. 
3. Keep minutes, not only of mem- 
bership and the executive committee 
meetings, but also all committee meet- 
ings. 
4. Issue calls for committee meetings 
and “follow up” to secure the desired at- 
tendance. 
5. Work with the chairman to make 
the committee work effective and prompt. 
6. Help the committees carry out 
their projects, gathering and assembling 
facts and statistics for them and bring- 
ing to them the experiences of other 
associations working on similar projects. 
7. Be on the job at all times, ready 
for an emergency and always alert to 
dispatch the business of the association 
promptly. 
8. Keep in close touch with the ex- 
ecutive committee so that its actions 
shall be the outward expression and re- 
sult of the policies of the executive com- 
mittee. 
9. Make his office an information 
bureau, not only on association affairs, 
but also on general matters regarding 
life insurance underwriting. 
10. Become the active moving center 
of all of the association’s activities, 
ready to jump in and see that no project 
falls or lags once it has been decided and 
embarked upon. 
11. Be a creator of good feeling and 
acquaintance among the members so that 
a broader program of activity can be 
carried on and more specific things done 
for the membership. 
12. Follow carefully the insurance 
press and other sources of information 
for new developments which may inter- 
est the local association. 
13. Maintain a constant and close re- 
lation with the National Association 
headquarters and with the other local 
associations of the country. 


Publish News Bulletins 


14. Prepare and publish a bulletin to 
the members with the view of informing 
them of what the executive committee 
and the subordinate committees of the 
association are doing. 

15. Aid the entertainment committee 
in locating the best possible speakers 
and subjects for membership meetings. 
16. Establish such relationship with 
our legislators as will make easier an 
approach at any time that legislation is 
desired or is to be opposed. 

17. Build up in every way a respect 
for the association by his contact with 
the officers of home offices. 

18. Plan ways in which the associa- 
tion can be of more service to the mem- 
bership, 

19. Study to keep the membership 
strong and growing and with an in- 
creasing respect for the association of 
which they are a part. 

20. Follow closely the progressive 
work that the National Association is 
planning so that full advantage may be 
taken of it. 

21. Keep officers and committeemen 
interested and active. 

22. Maintain close touch with the 
membership at large by pastoral visits. 
23. Follow up the general agents 
regularly to see that new men entering 
the field are urged to join the associa- 
tion, 

24. Develop in connection with his 
office a reference library containing not 
only the standard textbooks and helps 
on insurance but special reports and de- 
cisions which few single offices could 
have. 

25. Gather and tabulate and issue to 
the membership any local information 
which might be helpful. 

There are doubtless many other ac- 
tivities which experience will impose 
upon him, but from the above, it is evi- 





The 
Door 
Is Open 


We refer to an unusual openin 
in our organization for an inser. 
ance man of unusual ability, 7), 
position is that of traveling hom 
office representative, doing ex. 
ecutive work with our genera) 
agents. 

It will pay a salary of $5,000 and 
expenses the first year and $y 
and expenses the second yea 
After that your opportunity {o, 
advancement will be invaluable 
To obtain this position you muy 
show us a reputation for honesty 
and energy. You must have 3 
working knowledge of life jp. 
surance. 

A requirement, to which no ex. 
ception will be made, is that yoy 
must have personally produced 
and paid for $200,000 of insyr. 
ance within the past twelye 
months. 

Are you interested? 
Can you qualify? 

There can be only one answer to 
query No. 1. If you are alive to 
your opportunity you will answer 
“ ” . . 
yes”. As for the second—it js 
necessary that you sell us on 
yourself. 

Write to O-51 care of this paper, 













Stephen M. Babbit 
President 


Hutchison, Kansas 











MORE THAN 507 


of the business written by some of our 
larger agencies is a direct result of the 
dren A service. Our ry agin“ 
interested prospects—people who have writ- 
ten the Head Office for information. 
Fidelity is a low-net-cost company oper- 
ating in 40 states. Full level net premium 
reserve basis. Over Quarter of a Billion 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 

A few agency openings for the right men 


— 





dent that the man must be an executive 
and not a clerk, and that he must be 
capable of development, so that he shall 
become under the direction of the offi- 
cers and executive committee the public 
representative of the association. We 
are further of the opinion that knowl- 
edge of life insurance is not essential, 
and that preferably the man should be 
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Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an ad 
of this size and appearance bring 
applications to them. .One inch, 
one column wide, one time, $5.00. 





sought outside the ranks of underwriters, 
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FE INSURANCE AND 
THE INHERITANCE TAX 





S. Ingersoll of the Mutual Bene- 
fit Life at Chicago Makes 
Observations 








President Coolidge’s Stand on the Posi- | 
tion of Federal Government in 
Levying on Estates 


FFECT OF FRICK CASE 








Avent A. A. Drew of the Mutual Benefit 
fe at Chicago, is one of the best in- 
ormed men in the business on inherit- 
Ence taxes in the use of life insurance | 
o take care of the demand that will be 
made on the estate through death tax. | 
In writing in the current issue of the 
house organ of the Chicago general 
agency, Mr. Ingersoll says: 

“The two outstanding events affecting 
inheritance taxes in their relation to life 
insurance within the past year are: first, 
the Frick decision which was recently 
decided by the Supreme Court of the 
United States on a review of the deci- 
sion of the western district court of 
Pennsylvania, and second, the confer- 
ence of the National Tax Association 
which brought together at Washington 
in February, 1925, tax officials and tax 
experts from 40 different states, for the 
purpose of considering a revision of the 
present system of multiple taxation of 
inheritances and estates by various juris- 
dictions. 

Estate Tax Regulations 


| 
| 
| 
A. S. Ingersoll, assistant to General | 
| 
| 





“Quoting from Paragraph 12,215 of 
the Prentice-Hall Federal Tax Service | 
regarding the estate tax regulations: 

“‘The validity of the provision for the 
taxation of insurance payable to a named | 
beneficiary cannot be said to rest on a | 
very firm foundation. The highest courts 





of New York and Massachusetts have 
declared against the validity of this im- 
post, and in only one state, Wisconsin, 
has its constitutionality been upheld. 
“Five states now attempt to impose 
an inheritance tax to a greater or less 
extent, upon insurance made payable to 
a named beneficiary; these states, in ad- 
dition to Wisconsin, are Tennessee, Miss- 
issippi, Montana and Arkansas. 
Two Actions Initiated 


“Two actions have been initiated to 
test the validity of the provision in the 
federal law for the taxation of insurance. 
The case of Frick v. Lewellyn was ar- 
gued in the U. S. District Court for the 

















Western District of Pennsylvania and a 
decision was handed down on June 5, 
1924, deciding against the validity of the 
provision.’ 

“The decision of the lower court was 
on the broad ground that the interest of 
the beneficiaries vested at the time the 
policies were taken out and therefore 
neither Mr. Frick’s estate nor the bene- 
ficiaries could be taxed on the theory 
that the insurance was part of his estate. 
The supreme court, however, saw fit to 
restrict their confirmation of the con- 
clusions of the lower court to the sole 
ground that the policies were taken out 
before the revenue act of Feb. 24, 1919, 
and did not come within its scope. 


Comment by David Kay 


. “David Kay, counsel of our company. 
ma recent letter regarding this decision, 
States: “The policies payable to the wife 
and daughter were all issued prior to the 
Passage of the act, and they were all 
either made payable to the beneficiaries 
or assigned to them prior to the act. 
About the only conclusion one can reach 
's that the right to cancel the assign- 
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ments did not, in the opinion of the court, 
















































— 
JAMES W. STEVENS, Founder 


‘6 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 





From the address of Carvin Cooripce at the 
Corner Stone Laying Ceremonies, Iilinois 
Life Building, August §, 1922. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 





The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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justify it in considering that the policies 
were the property of Mr. Frick. We 
still do not know whether, if the bene- 
ficiary is changed or the assignment can- 
celed after the act has gone into effect, 
sueh action would result in the policies 
being taxed. If the result of such action 
after tle act went into effect was to 
make the policies payable to the insured 
and thereafter he named new beneficia- 
ries, or if after the act went into effect 
the insured canceled the assignment and 
thereafter reassigned it, the court an- 
nounces no opinion, but personally, I 
should be fearful to advise anyone to 
place themselves in such a position.’ 


President Coolidge’s Position 


“Turning to the conference of the 
National Tax Association, we find that 
President Coolidge in his address fav- 
ored the withdrawal of the federal gov- 
ernment from the field of inheritance 
taxation, on the ground that the reason 
for exceptional taxation had ceased and 
the jurisdiction was essentially one be- 
longing to the states. He further advo- 
cated that the states should readjust their 
death duties with a view of removing 
overlapping taxation and abolishing rates 
on all property of non-residents other 
than real estate. 

“Illustrating the evils of the present 
system, he took the instance of a single 





share of stock which he said may now 
be taxed as follows: 

“1. By the federal government. 

“2. By the state where decedent was 
domiciled. 
By another state which might 
claim decedent’s citizenship. 
By another state where the cer- 
tificate of stock was found. 
By another state or states where 
certificate of stock must be trans- 
ferred on the books ot the cor- 
poration. 
By another state or states where 
the corporation is organized. 
By another state or states where 
the corporation owns property or 
operates. 


Overlapping Jurisdictions 


“The President pointed out that these 
overlapping jurisdictions combined with 
the necessary expense of tax proceed- 
ings, even where the property value is 
less than the statutory exemptions, fre- 
quently results in unfair charges against 
the property and sometimes total confis- 
cation. He concludes: 

“*A solution of this problem presents 
the difficulty of obtaining reciprocal ac- 
tion on the part of the states but I feei 
that in fairness to each other and to their 
taxpayers, they will find a way of obvi- 
ating this extravagance.’ 

“The recommendation of the President 


“3. 
“~@ 


a 3 





would remove the only tax upon pro- 
ceeds of life insurance payable as a death 
claim to named beneficiaries in Illinois 
as well as most other states in the Union. 
It would also tend, by reducing the total 
charges for succession taxes against es- 
tates, to restrict somewhat a rapidly 
developing market for large policies of 
insurance. It is probably, however, that 
the states would soon take up any slack 
which might be afforded by the with- 
drawal of the federal government. 


Chance for Service 


“There is enough, however, in the sit- 
uation, both present and in prospect, to 
stimulate the imagination of the life 
underwriter as to the possibilities of con- 
structive service, not only in providing 
ready cash through life insurance for 
conservation of estates at death, but also, 
further dignifying our service by recom- 
mending the proper analysis and revi- 
sion of present property holdings in 
order to reduce as far as possible the 
amount of shrinkage of estates through 
the limitation of holdings to the smallest 
number of taxing jurisdictions. This 
latter service, like the drawing of a man’s 
will, is something which the life insur- 
ance man need not aspire to furnish but 
which he may very properly suggest 
and do his client a substantial favor by 
directing him to a competent agency 
which can give him this service. 
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Tue. YOUNG! MAN 


Who has made good i m 
the Insurance Field— 
| __ aspires to an ney 
oar <> Api. il J 


Here is an opportunity 
for Him to connect up—> 


nimpagen 


7 Company my, grow up with ih YE 


PROVIDENT* 


LIFE AND ACCIDENT INSURANCE COMPANY 


ad CHATTANOOGA TENNA 
FOUNDED In 1887 


Ordinary Life Insurance 
Group Disability and Group Life Insurance 
Accident and Health Insurance 
On The Commercial, Monthly Premium 
And Pay-Order Installment Plans 
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DOMINANT rif 
IN OUR TERRITORY IN THE 
HEALTH AND ACCIDENT FIELD 











WANTS BOOTLEGGER 
PUT OUT OF BU 


(CONTINUED FROM Pace 3) 


percent co-insurance clause. \, 
praisal had been suggested and {or , 
than ten years the policies hag te 
sent around annually without sug 
tion of any service. An insurance » : 
pert had an appraisal made and found 
conservative present valuation of 
000. The president of the concern j; 
150 miles away. The agent boung 4 
risk for an additional $300,000 ang 
the policies on to the owner, wri, 
him as follows: “I did this for you 
because had you had a $300,000 { 
you undoubtedly thought you had ¢ 
amount of protection, but you wou 
have paid over $100,000 of that | 
yourself.” He explained the meanis 
of the 90 percent co-insurance ¢lay 
probably for the first time known to 4 
insured. A check for the premium y 
received by return mail and the eng 
line goes to the man who rendered 
service and earned the commission, 


Wanted to Make Savings 


d\ 


Two or three years ago a man, whog 
name is a byword throughout the entire 
world was about to apply for $5009 
endowment life insurance. Not know- 
ing of this intention a man in the fig 
insurance business was informed thy 
the brother of this well-known man was 
about to go into the life insurance by. 
ness. A letter was written from 
home office to the brother seeking tp 
interest him in one particular company, 
The following is copied from his re. 
sponse to this letter. “I am afraid that 

r. C—— misunderstood the situation 
as to my interest in insurance. This 
interest of mine was born mainly out of 
a desire to handle all our own insur 
ance matters and incidentally to make 
any savings possible. To do this | 
learned that I should have to get some 
official sanction.” 


Agent Was a Dummy 


A gross annual premium of more 
than $50,000 was distributed to several 
companies. The commissions appeared 
to have been paid to a New York real 
estate operator, who was licensed for 
the first time by several companies. It 
is reasonably clear that this real estate 
operator was in part a dummy and 
equally clear that there was considerable 
bootlegging all along the line, the buyer 
himself being circumstantially involved. 

A home office clerk in a Hartford 
office not doing a liability business re- 
cently threatened a man giving his en- 
tire time to insurance service with bodily 
harm, because this latter salesman had 
found a liability policy placed by the 
clerk without any attempt to find or 
cover the real need of the buyer, and 
because he then rendered him the serv- 
ice he was paid to render. 


Responsibility on Home Offices 


These illustrations serve to establish 
the fact that few insurance lines are 
free from the process known to this 
audience as “bootlegging” in comms 
sions. The fundamental cause of this 
evil in the business lies in our home 
office and can be stopped in short order 
when we in the home offices sense the 
cost of this type of selling, or rather 
mis-selling. One of the chief reasons 
for the growth of this evil is based upon 
the competitive desire of our home 
offices for more volume, while any seti- 
ous study of the final result will show 
the net result directly opposite the end 
to be desired. 


Business Is Diverted 


The continual shifting of the business 
of the bootlegger and the increasing 
dissatisfaction of the buyers when he 
finds, as he usually does, that he hasn't 
bought the service which he thought 
he had make the inevitable cost higher 
than the first grade business of first 
class insurance agents who are in the 
business to serve first and get what they 
have only upon that basis. So long 4 





contractors, real estate operators, home 
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clerks and banks are permitted 
‘ insurance commissions, just 
our great business will remain 
« its right standard as a dignified 
ession worthy of the best type of 
wor woman to enter, = ; 
y the aggregate commission which 
fnds its way into the pockets of 
ands of insurance bootleggers 
‘4 be diverted to the regular insur- 
» adviser, a very considerable re- 
fon in the cost of selling, and es- 
aly of re-selling would result. 


should Outlaw the Bootlegger 


The question was asked “Can the 
otlegger be eliminated?” He surely 
Y, By what means? First, by mak- 

its impossible for him to receive 
commission. How? you ask. He 
ows our competitive desires. The 
increasingly knows the bootleg- 
ag methods. Suppose that a part of 
ie moneys needed to employ counsel 
, defeat legislation inimical to the in- 
ests of our policyholders and our 
wockholders—some of which was born 
i the evils outlined—were diverted for 
time into channels that would advise 











— he public to place their insurance cover- 
Man, whosgflge only with men giving their entire 
ut the entirllhime to insurance service. Suppose this 
for $500, ¢ to be followed by an actual cer- 
Not know.fmmtincate of authority which guaranteed 
| in the liellliMervice, and which any company could 
Ormed thafillgive if its officials exercised control over 
vl Man wasfithe commissions paid as they should. 
= Ge _ Situation Fraught With Danger 
Seeking to The situation as it now stands is 
r company, fraught with many dangers to the 
m his re agency system. There is a growing 
afraid tht endency to go shopping in large lines 
€ situation MM: insurance and much of the commis- 
nce. This Micon in all lines is finding its way back 
inly out of MM. the insured in one form or another, 
WN insut- Hi bealized by a great freedom in licens- 
‘0 make ing men whose major thought is in 
do this [MM wher lines. Greater cooperation be- 
Set some ME iween full time insurance agents and 
their home offices will help to bring 
’ about a greatly reduced number of 
f agents. : 
oF more MH Let your home offices know with no 
10 several MM uncertain sound that you stand behind 
appeared Hl tiem in every attempt to elevate the 
York real MM jusiness; that the quality of the man 
nsed for Mi vho turns in the business and the 
anies. It quality of the service he renders is 
al estate Mi aramount to the volume of premiums 
imy and HM he secures. In every advertisement of 
siderable your company, set before the public 
he buyer I ihe quality story of the men whom you 
involved. i employ, Let the man who is really 
Hartford i entitled to receive the commission carry 
ness te HA vith him your endorsement which the 
his en- Hil vublic will recognize when they under- 
h bodily IM Sand 
manhd a 
by the Must Change Public Attitude 
Lowy The public attitude toward the busi- 
e serr. MS Of insurance must be changed. 
. They must be informed that insurance 
service can be properly given only by 
res the trained specialist. The need for 
tablish [M2 information is not limited to the 
es are My er. The trained specialist needs to 
0 this Mg % Sold even to the courts of our land 
‘mmis- Ma 2d such knowledge might serve to 
of this the advantage of our policyholders 
home fy “tough that important channel. Jus- 
order Me Gray in a New York court of ap- 
se the peals said this in handing down a fire 
rather msurance decision: “What is there in 
*asons the calling of an insurance agent or 
upon broker which demands any special train- 
home ng or knowledge, not readily to be ac- 
seri. My Muted by any business man?” and then 
show proceeded upon that basis to render a 
> onl decision which prevents the insurance 
commissioner of that great state from 
relusing to grant a certificate to a per- 
son even though he has knowledge that 
leans the applicant is obtaining the certificate 
sing * the purpose of writing one risk, 
i When the bootlegger is eliminated or 
asn't @ tatly reduced in number the present 
ught = turnover of agents who fail partly 
aher cause of the bootlegging evil will be 
first ‘i uced, and savings will be made all 
the tong the line. The present excessive 
hey cost of selling all lines of insurance is 
as ue to a considerable degree to_uncon- 
; trolled commissions which gets into the 
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hands of the bootlegger. 
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PLANS FOR COMMISSIONERS 





Many Special Trips Being Arranged as 
Entertainment Features for San 
Antonio Meeting 





SAN ANTONIO, TEX., June 24.— 
Preparations are well under way for the 
entertainment of the visitors in San An- 
tonio next September for the annual 
convention of the insurance commission- 
ers. The insurance companies are aiding 
Judge Scott, the insurance commis- 
sioner, and the San Antonio committee 
in preparing for the guests. 

One of the delights of the session will 
be a visit to the famous Magic Valley 
of the Rio Grande, which has out- 
stripped Florida and California in citrus 
fruit production. Two special trains 
over the Missouri Pacific have been 
chartered by Judge Scott to take the 
visitors on a complimentary trip to the 
Magic Valley and also to spend a day 
in Matamoras, Mexico, which is oppo- 
site Brownsville, Tex., the Rio Grande 
separating them. 

Judge Scott said the Rio Grande at 
that point presents the strange, and to 
some, the delightful, anomaly of a river 
wet on one side and dry on the other. 
The 18th amendment dries the north 
bank of the Rio Grande but over on the 
Matamoras side liberty runs rampant. 
That is where most of one day is to be 
spent and the thirsty will be able to 
place their feet on many rails and lean 
on a number of bars that serve every- 
thing. A banquet with all the liquid 
accessories is on the program for the 
visitors to Matamoras. 


High Ratio in Summer 

Companies in the accident and health 
field writing special contracts for 
teachers find it necessary to guard these 
policies carefully against an excessive 
summer loss ratio. One company after 
a severe loss ratio during the summer 
months on a non-confining illness pro- 
vision, no longer pays any claims for 
non-confining illness except when 
teachers are actively employed. Non- 
confining illness claims were entirely too 
frequent during the summer months. 
Some companies have arranged policies 
to pay for illness indemnity at the full 
rate only while the school is in ses- 
sion. 


OFFICE MANAGEMENT 
MEETING IN CHICAGO 


(CONTINUED FROM PAGE 4) 


home office service committee, Penn Mu- 
tual Life. 
12:30—Luncheon, Edgewater Beach. 


Friday Afternoon 


1:15—Business (Election of 
officers, etc.). 

1:45 to 3—Round table conferences 
(Groups to be divided as follows): 

Room A—Accounting for the Collection 
of Premiums. Chairman, A. A. Rydgren, 
vice-president and actuary Continental 
Life. 

Discussion led by P. C. H. Papps, math- 
ematician Mutual Benefit. 

Room B—Method of Filing Correspond- 
ence, Applications, etc. Chairman, E. D. 
Murphy, personnel supervisor, New York 
Life. 

Discussion led by S. O. Kennedy, cash- 
ier Standard Life. 


meeting 


3 to 4:30: 
Room C—Operation of Home Office 
Service Departments. Chairman, Dr. 


H. W. Cook, vice-president and medical 
director, Northwestern National. 
Discussion led by R. C. Neuendorffer, 
secretary The Guardian Life; Roy M. 
Jones, secretary Atlantic Life, 
Room D—Destruction of Office Records. 
Chairman, R. F. Tull, secretary Fidelity 
Mutual Life. 
Discussion led by A. J. McAndless, as- 
sistant secretary Lincoln National Life. 
Adjournment. 
Oct. 3, Saturday morning. (Visits to 
home offices of Chicago members and 
golf.) 





INSURANCE MEN ACTIVE 




















“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’—BUT 



























The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
AGED— 









OPENINGS AT 
Boise, Idaho 
Pocatello, Idaho 
Rockford, IIL. 
Springfield, Ill. 
Fort Wayne, Ind. 
South Bend, Ind. 
































Terre Haute, Ind. 1. For Agencies less than five years old 
Burlington, Iowa old $3,500. 

phony «ag stl 2. Hs Agencies up to seven years old 
Pueblo, Colo. ’ : 

Louisville, Ky. 3. For Agencies over tem years old 
Grand Rapids, Mich, $25, 

Lincoln, Nebr. 






REMEMBER THAT’S JUST 
RENEWALS! 


These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


Billings, Mont. 
Great Falls, Mont. 
Helena, Mont. 
Missoula, Mont. 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Toledo, Ohio 
Amarillo, Texas 
El Paso, Texas 
Houston, Tex. 
Cheyenne, Wyo. 
Roanoke, Va. 















On Agency Matters Address 


oO. JI. LACY 
2nd Vice-President 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL—‘“‘Where<the Great Northwest Begins”’ 
The Minnesota Mutual now a $107,000,000 company 











































































































Twenty-Five Years 


Atlantic Life celebrated its Silver Anniversary 
during May, 19235. 


In its twenty-five years of existence the Com- 
pany has always stood for the best things in the 
insurance business. It has grown solidly and steadily 
to attain its present position among America’s lead- 
ing companies. 


If you are capable of developing a real gen- 
eral agency and would be interested in making a 
change we may have something to interest you, in 


Georgia North Carolina 
Alabama Michigan 
Texas West Virginia 


Kentucky 


Atlantic Life Insurance Company 


Richmond, Virginia 


Honestly It’s the Best Policy 
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Will Depend on the Agents 


THE new plan of writing life insur- 
ance in small amounts without medical 
examination may be one of those inno- 
vations that spread quickly to all com- 
panies. The disability clause aroused 
great opposition at the start but now 
it would be hard to find a company that 
does not offer at least a waiver of pre- 
miums for total and permanent disabil- 
ity before age 60. The non-medical plan 
got its trial quietly, without attracting 
attention, probably because it was orig- 
inated by Canadian companies. The ex- 
perience of the Canadian companies 
appears to have been uniformly favor- 
able. 

The non-medical plan is not such a 
radical step as it seems. Most of the 
questions that are commonly asked by 
the doctor are still required in the non- 
medical application blank. The medical 
examination is chiefly a sieve to catch 
the more obvious phases of impairment. 
As far as the honesty of agents is con- 
cerned, the ingenuity of some has, in 
the past, been engaged in getting their 
cases past the doctor. 

The real danger to life insurance com- 
panies in selection is on large cases 
rather than on small ones. It is often 
declared that the experience of the com- 
panies has been unfavorable on large 
lines. A company may easily lose on a 
big case more than it would lose in five 
years on the non-medical class. 

The value of a medical examination 
on a small case is not high. The doc- 
tor’s work in such cases is often per- 
functory. Examinations cannot be dis- 
pensed with entirely, merely because 
that would open the door to all sorts of 
frauds. The non-medical blank itself 
will reveal many impairments of which 
the applicant is unconscious, and he will 
go in for a larger policy as a rule, if he 
is really in fear of impairment that will 
shorten his life. 


Satisfied Policyholders 


THE man who makes a sale that is satis- 
factory all around and can return to his 
customer with a good conscience knowing 
that he has told the truth, that he has 
served him intelligently, will create for 
himself a body of satisfied clients. Many 


Eliminate Heated Arguments 


Ir does not pay an insurance salesman 
to get into heated arguments. A salesman 
who is worth while will defend his busi- 
ness, will stand up for it and will explain 
away any misconceptions that may be in 


Watchfulness, of course, will always 
be necessary. It may be necessary to 
limit the non-medical plan to agents of 
proved character and to withdraw the 
privilege of writing on that plan from 
agents who show themselves careless. 
It is hardly to be expected that any 
agent will deliberately engage in work- 
ing in bad risks. The fear of losing his 
privilege or even his contract will help 
him resist the temptation of an occa- 
sional case. 

It is altogether likely that life insur- 
ance has reached the stage where com- 
panies can afford to eliminate agents 
that they cannot depend upon. A few 
years ago the ability to produce busi- 
ness was about all an agent required to 
get a commission. Now a large number 
of companies have worked over their 
agency forces until they have scarcely 
a man who cannot be trusted. 

At any rate, the success or failure of 
non-medical selection will depend al- 
most entirely on the agents. Each com- 
pany will have to work out the problem 
for itself. Those with well seasoned 
agency forces will find they can extend 
the privilege almost universally. Others 
will have to withhold it under rules 
which they may devise until an agent 
has been at work long enough to de- 
serve their confidence. 

Caution will be particularly needed 
where the reason for the non-medical 
plan is most urgent, namely, in the 
country districts. It is in the rural sec- 
tions that the scarcity of doctors is most 
felt, and it is in those sections that the 
agency “turnover” is heaviest. Fortu- 
nately it is in those sections also that 
it is possible to get most accurate infor- 
mation on a prospective agent’s char- 
acter, and the problem comes back to 
watchfulness, in the selection of agents 
as well as of risks. Care along that 
line will be essential. 


salesmen realize the value of establishing 
a body of select customers who will rely 
on them for all their insurance needs. 
Satisfied policyholders constitute a mighty 
asset. They are always the reliable 
agent’s best aids. 


the mind of the public. However, argu- 
ments when they become personal and 
satirical draw blood. They leave a scar. 
They are not business creators but often 


A. C. (Tex) Bayless, agency manager 
for the Southland Life of Dallas at 
Houston, Tex., is a million-dollar pro- 
ducer and attributes a greater part of 
his sucess to newspaper advertising. 

Life insurance men for years have 
clung tenaciously to the theory that 
everything else under the sun could be 
sold through means of newspaper ad- 
vertising except life insurance. “Tex” 
Bayless has knocked that theory into a 
cocked hat. Mr. Bayless is not advis- 
ing any life insurance man to advertise 
in his local papers. He is just going to 
keep at it himself. 

When Mr. Bayless went to Houston 
a few years ago he, knew nothing of life 
insurance and less of the people in Hous- 
ton. But he was a newspaper man and 
realized the people read newspapers and 
would even read life insurance adver- 
tisements if they were written so as to 
catch the eye and interest the mind. He 
rented an office and with what little 
money he had left he bought space in 
the Houston papers to “tell the people 
of Houston he had arrived and was 
ready to insure their lives.” He told 
them—kept on telling them until they 
knew him. He sold the goods and says 
the newspaper advertising pulled the 
trick. 

Of course advertising did not do all 
the work. Mr. Bayless has a pleasing 
personality, is a good mixer and knows 
the insurance business. Those things 
and his continual advertising made him 
one of the nation’s leading life insurance 
producers. Here’s Mr. Bayless’ record 
for the past three years: 1922, $868,000; 
1923, $1,229,000; 1924, $1,353,500; first 
six months of 1925, $805,000. 


J. N. Bromert, for several years In- 
diana manager of the Missouri State 
Life, died Saturday after a long illness. 
While he continued active in business 
until rather recently, for several years 
he has been handicapped by ill health. 
Prior to his connection with the Mis- 
souri State Life, he was for a long time 
Indiana state agent of the Preferred 
Accident, going to Indianapolis from 
Des Moines to take that position. He 
was especially active in the Kiwanis 
Club and held high offices in that organ- 
ization for a number of years, which 
gave him a wide acquaintance through- 
out Indiana outside of insurance circles. 


Directors of the Royal Union Life of 
Des Moines last week authorized a 
$100,000 life insurance policy ‘on the 
president of the company, A. C. Tucker. 
The policy was issued by the company, 
which pays the premium and which is 
named beneficiary in event of his death. 


Al Thomas, well known Davenport, 
a., life insurance man, last week cele- 
brated passing the $6,000,000 mark in 
writing policies in 14 years that he has 
been in business. He has been associ- 
ated with the Massachusetts Mutual Life 
all this time and the event was observed 
at a banquet at which Ed Kaufmann, 
president of the American Commercial 
& Savings Bank, was a speaker and Ver- 
non R. McKay, Keokuk, toastmaster. 
A score of agents and business associ- 
ates of Mr. Thomas were guests. 


Edward D. Duffield, president of the 
Prudential, has been appointed a mem- 
ber of the commission of fifteen of the 
Presbyterian General Assembly to study 
the present spiritual condition of the 
church and the causes making for un- 
rest. 


A. L. Saltzstein, of Milwaukee, gen- 
eral agent in Wisconsin and northern 
Michigan for the New England Mutual 
Life, spoke on his recent trip to Pales- 
tine at a meeting of Milwaukeeans in- 
terested in the Holy Land, June 24. Mr. 
Saltzstein’s lecture was delivered in. 
Temple Emanu-El community house, 
under auspices of the Milwaukee Keren 





the very opposite. 


Hayesod. Mr. Saltzstein was chairman 


of the 1923 campaign for the Mi} 


Karen Hayesod Palestine Foynje 
fund. 
Dr. E. G. Simmons, 


vice- ~pres) 
and general manager of the Pap.Ap, 


can Life, will be holding down see 
positions for the next few weeks, }, 
of his very able assistants will be of 
trips. S. E. Allison, actuary, Will be 
a visit to Panama, Colombia and ¢ 
Central and South American Points, § 
D. Corey, superintendent of ag 
leaves June 27 for Central America 4 
will visit Guatemala, Salvador and o 
Central American republics. Ted § 
mons, assistant superintendent of agen 
will sail from New_York July 6 


short vacation in France. 


F. G. Pierce, president of the Phy 
delphia Association of Life Undereid 
ers and manager of the Connectigg 
General agency there, is planning a q 
weeks’ vacation in the wilds of Wyo 
ing. He and Mrs. Pierce are going» 

2 big ranch 6,200 feet above sea level jy 
a real outing, fishing, hiking and mow 
tain climbing. Mr. Pierce is a devoty 
of the outdoor life, having spent se. 
eral summers in Arizona and othe 
western states. 


Marcy Reed, a part time agent at Mi 
liken, Mich., a town of about 200 pope 
lation, was the winner of the airplam 
trip to Cincinnati, awarded by the Ohic 
National Life to the agent paying ir 
the largest percent of his quota. Mr 
Reed paid for 111 percent and his nea- 
est competitor paid for 105 percent. Th 
award was based on paid premiums only, 

Dale R. Schilling, who has been with 
the “Insurance Field” in its Chicago oi- 
fice, will go to New York City on July 
10 to be associated with E. M. Acker- 
man in the editorial representation of 
the “Insurance Field” in that city. John 
J. Jasper, who has been on the staff in 
the “Field” in its Louisville headquar- 
ters, will go to Chicago to take Mr. 
Schilling’s place. Mr. Jasper is an old 
time newspaper man, having at one time 
been on the Chicago “Herald,” later on 
the Louisville “Courier Journal” and in 
country newspaper work in West Vir 


ginia. He was with the Louisville 
“Herald” at the time he went with the 
“Field.” Mr. Schilling is the son of an 


old insurance man, his father being gen- 
eral agent of the Union Central Life at 
Des Moines. He has been with the 
“Field” about a year. He acted also as 
associate editor of the “Insurance Post” 
of Chicago. 


R. W. Stevens, Jr., who is working as 
a prospect finder in the northeastern 
Illinois agency of the Illinois Life, dur- 
ing his vacation, wrote in a single day 
recently $10,000 of mew __ insurance. 
These applications were closed by him 
personally, without the assistance of any 
member of the agency. He is a son of 
the great R. W., head of the company 
and is a genuine chip off the old block. 


L. M. Grosser, a member of the Chi- 
cago agency of the Guardian Life under 
Manager George Hoffman, was married 
Thursday evening of this week to Miss 
Florence G. Kinderman. Mr. Grosset 
is one of the leading producers in the 
Chicago agency. He is a graduate of 
Carnegie Institute and a member of the 
Guardian Life Leaders Club. He will 
probably end the club year which ex- 
pires July 31, with a production of 
$250,000. 

Fred W. Meyer, Jr., agent for the 
International Life of St. Louis, is, 4 
staunch advocate of the rule that service 
to client shall be paramount. His vol- 
ume of business reflects his adherence 
to that rule. Recently he drove 32 miles 
into the Ozark Mountains to call on 4 
prospect. only to find he was five miles 
away. Hither he went and wrote the 
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Lang, for many years an 
y of the Massachusetts 
1 at one time superin- 
cies, died at his home in 
after a long illness. 
in March, 










went with the company ‘ 
nected with the office 
During the 





more than 50 years. 
y of John A. Hall, Mr. Lang 


his private secretary. 





































uddenly there Friday. 


the question of an | perienced a cerebral hemorrhage and 
The | passed away almost instantly. 

away. Prior to going to California Mr. Peard 
fording a stream en | was engaged in newspaper work in Bal- 
found the doctor 
medic was only 
tely he was at | “Herald,” continuing in that capacity 
The examination made, I 

the premium, $30.95 in cash, | disposed of to other interests. He then 
ly had to drive 85 miles to devoted his time to real estate opera- 


not | timore. Locating in Los Angeles about 
18 | 15 years ago, he became publisher of the 


Mr. | until the paper’s news franchises were 


tions and first became interested in life 
underwriting a few years ago while pro- 
moting a real estate deal in Toronto, the 
home office city of the Canada Life. He 
joined that company as district manager 
at Los Angeles in December, 1922, un- 
der D. E. Mooney, manager of the com- 
pany’s San Francisco office. After a 
successful year he was given the title 
of branch manager and his office ad- 
vanced to the position of a direct report- 
ing branch office. 

Mr. Peard quickly developed as a large 
personal producer of new insurance, his 


e N. Anderson, general agent | j,dividual volume for 1924 exceeding 
the New England Mutual Life at | ¢; 990,000 of paid-for business. He was 
s Moines, has been elected treasurer | 41-4 successful in agency organization 
the trust and endowment funds of | work He won the title of honorary 


for | president of the Quarter Million Club of 


ny years been a trustee of the insti- | the Canada Life by his personal produc- 


tion last year. He was prominent in the 
work of the Los Angeles Life Under- 


President T. W. Appleby of the Ohio | writers’ Association. 
tional Life of Cincinnati, one of the 
pst personally pulchritudinous presi- 
nts of the land, has joined the summer | office special agent of the Wisconsin 
(o Hat Club” and now gives his Cin- | National Life, had a strenuous time of 
nati friends an unusual treat by a dis- | i; while in Wabeno, Wis. The forest 
hy on the street of his splendid head | ¢res in that region were in evidence. 
It is whispered that he | tye had to race his automobile through 
tends to follow the example of the | the fire to reach his destination. Sunday 
te John R. Hegeman, former executive | afternoon he killed a bear which had 
the Metropolitan Life, and will allow | jeen driven near the town by the forest 
js hair to luxuriate below his collar. | fre and smoke. In addition to all this 
any one can do this now Mr. Apple- | he secured $12,000 of business. 


F. H. Manser of Oshkosh, Wis., home 


G. M. Buck, superintendent of agents 


Frank F. Peard, resident manager of | for Iowa for the Central Life of Des 
e Canada Life at Los Angeles, died | Moines, managed a special campaign in 
He was in his | May, that being the birth month of Dr. 
fice Wednesday but complained of not | T. C. Denny, secretary and agency man- 


organization turned in $1,009,770, which 
was the largest month’s production in 
its history. It is seeking to repeat the 
performance of $1,000,000 of business 
again in June. 


Charles F. Williams, vice president of 
the Western & Southern, has just re- 
turned to Cincinnati from a six weeks’ 
trip to Europe. 

Henry J. Powell of Louisville, man- 
ager of the Equitable Life of New York 
for Kentucky, Ohio and West Virginia, 


will sail from New York July 8 for a | 


| trip abroad, and will return to his office 
|about Oct. 1. He will make England 
and Scotland and then motor through 
Belgium, France and Italy. 

L. Brackett Bishop of Chicago, gen- 
eral agent of the Massachusetts Mutual 
Life, and Mrs. Bishop started Saturday 
} on a trip around the world. They will 

be gone for a number of months. Mr. 

Bishop has been connected with the 

Massachusetts Mutual Life for 37 years 

and has been manager at Chicago for 28 
| years. He is the oldest general agent in 
the city in point of continuous service. 








LIFE AGENCY CHANGES 




















SEE GOES TO UNION CENTRAL 


Nashville Man Will Take Charge of the 
St. Louis General Agency—Is Now 
Teaching 


Frank M. See of Nashville, Tenn., | 


formerly of the firm Smith & See, man- 
agers for the Massachusetts Mutual Life 
in that city, resigned his position with 
that company and has contracted with 
the Union Central Life as manager of 
the St. Louis office; to be effective Oct. 
1, at which time the resignation of the 


present manager, Charles E. Morrow, | 


will be operative. 
Mr. See is now assisting Griffin M. 
Lovelace as an instructor in the insur- 


ance schools in Buffalo and Rochester, | 
and following that will teach in Okla- | 
homa. He will take up his work with | 


the Union Central at the completion of 
these insurance schools. 

He wrote 328 applications in October, 
1924. 


Jacob G. Willson 


Jacob G. Willson of Denver has been 


; Pennington, who recently resigned. Mr. 
Willson has been deputy insurance com- 
missioner of Colorado for the last three 
years. He was formerly assistant ex- 
aminer in the department. He was ac- 

| tive in fraternal work for the Modern 
Woodmen. 


A. B. Croom 


A. B. Croom has been appointed gen- 
|eral agent of the Massachusetts Mutual 
at Winston-Salem, N. C. He succeeds 
W. L. O’Brien, who is giving all his 
time to personal production. Mr. Croom 
is a native of North Carolina. For some 
time he was in business for himself, but 
during the last 12 years he has been in 
life insurance. He has been an agent 
for the Mutual Life of New York. 


Paul W. Green 


Paul W. Green, a member of the 
| southern California agency of the Aetna 
Life, has been appointed field assistant 
by Manager W. M. Hammond. He will 
be responsible for the organization and 
| development of the territory outside of 
| the city of Los Angeles and will coop- 
erate activély with the company’s repre- 
sentatives in the various towns in south- 





ling well and went home in the after- | ager of the company, in whose honor | appointed manager of the West Coast 
oon. Thursday night Mr. Peard ex-| the campaign was staged. The Iowa! Life for Colorado. He succeeds Reed ‘ern California. Mr. Green has been @ 

















STATE. LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building 


Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are looking 
for. Why not get in touch with us? 
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Life Insurance Trusts 


Is it a good thing for the proceeds of life 
insurance policies to be handled In Trust? 


Life insurance companies and their agents are interested 
in the welfare of the Beneficiary, as well as the insured 
during his life. Where arrangements have been made 
for the insurance to be paid in a lump sum, it is mani- 
festly a good thing for the Beneficiary to have the 
money cared for In Trust. 


Almost every lawyer, banker and business man knows 

of cases where insurance money left for wife and chil- 

SS ee Do you want yours to take 
is route 


One method is to have payments made by Annuities or 
Monthly Installments. Another satisfactory arrange- 
ment is to have the money into Trust, administered 
through a reliable Trust Company or Bank Trust 
Department. 


This subject is fully treated in the John Hancock book 
entitled “Estate Conservation and Life Insurance Trusts” 
which will be sent on request. 


— 
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Over Sixty Years in 
Business. Now Insur- 
ing Over Two Billion 
Dollars on 3,500,000 
Lives. 


Z Oe 


ig SSENOSTSE TO 


i 


member of the Los Angeles agency for 
a number of years, is a graduate of Car- 
negie Institute and has been markedly 
successful as a personal producer, both 
of life and of accident and health insur- 
ance. 


D. Sam Cox 


The International Life of St. Louis 
has been admitted to South Carolina 
and reports a nice volume from that 
state. D. Sam Cox of Columbia, S. C., 
an insurance man of many years expe- 
rience, has been retained as state agent 
for the company. He will maintain head- 
quarters at Columbia. 


Benjamin H. Dobbin 


Benjamin H. Dobbin, who has been 
associate manager of the Hartford 
branch of the Travelers, has been pro- 
moted to the home office life, accident 
and group agency department with the 
title of group supervisor. Mr. Dobbin 
went with the company as group special 
agent in 1919 serving in New York City. 
The next year he was transferred to 
Hartford and in 1921 was made assistant 
manager and in 1924 associate manager. 


Ohio National Appointments 


The Ohio National Life of Cincinnati 
has entered Florida and has appointed 
R. E. Browning of Jacksonville, Fia., 
state supervisor. E. B. Walker, Jr., has 
been appointed general agent at Tampa, 
Fla., and Williams & Nobbs are general 
agents at Jacksonville. 


Houston & Tyler 


Houston & Tyler of Houston, Tex., 
have been appointed .general agents for 
the Kansas City Life and have organ- 
ized a new life insurance department to 
handle this business. The agency has 
been in operation in Houston for the 
past 15 years, but has not heretofore had 
a life department. Egbert O. Hail, who 
has devoted many years to life insur- 
ance salesmanship, has joined the 
agency as manager of the life insurance 
department. The firm is composed of 
James P. Houston, George A. Tyler and 
Louis A. Stevenson. 


L. E. Douglass 


The Equitable Life of Iowa has an- 
nounced the appointment of Lloyd E. 
Douglass as agency manager in Gary, 
Ind., succeeding Harry A. Crannell. Mr. 
Douglass was formerly agency super- 
visor at Newark, N. J. Mr. Crannell is 
retiring from active organization work 
on account of having a large personal 
clientele and will devote his, entire ef- 
forts to personal production. 


Julien Buckner 


Julien Buckner has been appointed 
general agent of the Midland Mutual 
Life of Columbus in Chicago. He will 
have his office at 1014 City Hall Square 
building. Mr. Buckner has had a highly 
successful life insurance experience, hav- 
ing been assistant manager of the Alfred 
Holzman general agency of the Equi- 
table Life in Chicago. The Midland 
Mutual is writing a fine business this 
year, being $1,000,000 ahead on the first 
five months of the year, compared with 
1924. The company recently appointed 
Frank E. Foster as general agent in 
Chicago, with offices at 1436 Lytton 
building. The two general agencies are 
independent. 


Ray L. Short 


Ray L. Short, who has made an en- 
viable record during his first 11 months 
as a life underwriter at Cedar Rapids, 
has been placed in full charge of the 
branch office of the Iowa state agency 
of the Equitable of New York at Water- 
loo, Ia. During the first five months of 
this year, Mr. Short paid for $108,860 of 
business with premiums of $3,732. 


L. G. Linman & Son 


The Farmers National Life of Chicago 
has appointed Linman Son 





general agents at Ionia, Mich. This 


agency was formerly general ag 
the Ohio National, but resign. 
six months or more ago. Both Mr 
man and his son are very hig) 
life insurance men, and Contribute 
eral millions of dollars of bys, 
the territory for the Ohio Nationg 


W. H. Jones 


The United States Reserve of 
City has appointed W. H. Jong 
merly state manager of Missoy. 
Kansas for the Capitol Life, x 
manager in Kansas City, accords 
the announcement of Ted Anthony 
president and agency manager 
Jones has had 26 years’ experien 
the life insurance business ap{ 
prove a very valuable addition 
company. 


George B. Sorrells 


George B. Sorrells, until receny 
home office representative of the » 
department of the Aetna Life 
Carolinas, with headquarters in R 
and Columbia, assumes his new & 
July 1 as a partner in the firm of} 
lock & Sorrells, general agents x 
lumbia. Mr. Sorrells was born jp 
ville, Ga., in 1896 and was grady 
from Davidson College in 1923. Afte 
graduation from the group school inj 
Mr. Sorrells was assigned to Ral 
N. C., becoming the first group repreg 
tative in that territory. During his 
years he has developed a business wh 
will aggregate between $10,000,000 g 
$20,000,000 for the current year. 

Besides being the first group rep 
sentative to enter the Carolina territs 
he is the first group representative to| 
assigned to a managerial position 4 
the life department. 


Anderson & Cumming 


The Aetna Life, through Vice-Pres 
dent K. A. Luther, has announced t 
appointment of A. D. Anderson and 
M. Cumming as general agents at To 
ronto, Can., under the firm name of As 
derson & Cumming. The new mana 
ment will take effect July 1. Thesen 
appointments were made _ necessay 
through the resignation of D. J. Joh 
son, until recently general agent at To 
ronto. Mr. Johnson severed his connect 
tion with the agency because @ 
impaired health which forced him tor 
move to California. 

Mr. Cumming has been cashier al 
assistant general agent at the Torontoo 
fice for a number of years. Mr. Ander 
son, assistant superintendent of agencits 
at the home office, has had wide exper 
ence with Canadian business, and wa 
formerly Dominion manager for th 
company. 


F. A. and Henry Griswold 


Frederick A. Griswold, for more that 
35 years connected with the Northwest 
ern Mutual Life in Hartford, has t 
signed as general agent for Connecticut 
Mr. Griswold will be succeeded by his 
son, Henry Griswold. He has been ® 
ill health for some time, but is now fully 
recovered. : 

Mr. Griswold’s first connection with 
the company was as sub-agent in Hatt- 
ford. He was later made manager 
the Hartford office, and then gene 
agent for Connecticut. 


Life Agency Notes 


Ralph W. Thompson, general agent # 
Lansing, Mich., has recently opened ® 
district headquarters for the Great Wes 
Life, with territory extending across the 
state from Port uron to Benton Har- 
bor. An agency force of seven men ® 
being maintained at present. 

F. A. Llewellyn, who was_ the sta 
quarterback of the Dartmouth 1914 fost 
ball team, and who received considerable 
acclaim when he wrote Jack Dempsey’ 
life for a considerable amount followins 
the Dempsey-Firgo fight, has become 4 
member of the force of the Clark & Sat 
born agency of the State Mutual Life ® 
Boston. 


A. V. Bayley, Jr., of the Northwester® 
Mutual Life at San Francisco has ane 
returned from a four months absence 
during which he and Mrs, Bayley, tt 





eled extensively in Europe and Africa. 
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nd Life, x OLUMBUS, O., June 24.—On the 
dancer “MME.-; of Judge Harry L. Conn to the 
on Nthony, ‘9 insurance department Feb. 1, 1925, 
Manager, and his associates 


rintendent 
 dately took up the question of 
ting out at an early date the Ohio 
‘wrance figures for 1924. The statis- 
Ei department and some of the ex- 
viners were called in from the road 





s €Xperieng 
siness and 
addition to 


rrells 4 at once engaged in analyzing the 
ntil recenimmnual statements of companies. The 
re of the om res, compiled as the analyses pro- 
1a Life jg ssed, were completed sufficiently early 
ters in Rew the printed reports to be forwarded 
his new te the companies prior to June 1. They 
€ firm of } e thus available several months 
agents a rier than. formerly and an entirely 
> born jp w grouping of the figures was 
WaS gradugmopted. , ' 
1923, Afterim Most of the companies have written 
' School in the department expressing their ap- 
d to Ralkgmmeciation of the new plan. Some of 
TOUD repreggmmme letters read in part: Contains all 
uring his he essential information and has the 
Usiness wh ided advantage over previous issues 
10,000,000 amt being published in time to be of real 
year, rice.” “Is certainly a big improve- 
RToup repqumpent on the usual form of state in- 
lina terriggmarance reports.” “The way you have 
entative jiggmassified them in your report gives us 
Position aqge data we want exactly. We have 
o further improvements to suggest. 
We desire to comment upon the con- 
ning ensed make-up of this report, which 
tatly simplifies looking up the record 
| Vice-Preiii any particular company.” “Report 
nounced tims presented in such a condensed form 
rson and Gn comparison with the volume of an- 
zents at Tommpther state received at the same time, 
name of Aammembracing some 1,400 pages, 90 percent 
ew manage! the matter being obtainable from 
These negmpther publications.” “Changes have 
necessaygmpeen made at no expense of detail or 
D. J. Johdi/nformation that is needed and in a re- 
gent at Tofmsulting conciseness that is very satis- 
his connemfactory.” “Congratulations that you 
vecause dmmhave edited the reports in such a con- 
him to refifcise form, as I am sure that the more 


voluminous volumes we receive from 
most of the departments are largely a 
waste of money and effort.” 

The Ohio department hereafter will 
follow this method, which, incidentally, 
wil save the state more than $3,000 
annually in the printing bill. 


‘ashier and 
Toronto of 
Mr. Anders 
of agencies 
ide experi. 
, and was 

for the 





Talks Insurance to Business Women 
Socialism will never be necessary if 






old life insurance continues to make gains, 
nore than fm Sid Mrs. Grace Sullivan of the Mutual 
orthwest- fmE-ile of New York at Saginaw, Mich., last 
, has ref eek in an address before the Saginaw 
necticut fm business Women’s Association on “The 
d by his MM Steatest Family in the World.” Mrs. 
been inf Sullivan declared that life insurance is 
10w fully %ecoming a great force in bringing 
about a more democratic distribution of 
ion with Mm the world’s wealth. 
in Hart- “Of all types of investments open to 
nager of fame public,” she declared, “insurance is 
general Mm ‘te most democratic, the most secure 
and contributes most to the progress of 
the nation through bringing about a 
gtater participation in the material good 
Ss things of life on the part of more peo- 
eoi1@ : This latter accomplishment, she 
at West # “aintained, is a true test of progress. 
"oss the 
n Ha] Monk After Unlicensed Fraternals 
a Attorney General Benton of Massa- 
{ foot- Mm “USetts has filed an information in the 
jerable MH ““Perior court at the relation of Com- 
peer” missioner Monk against the American 
ae 6 ithuanian Roman Catholic Women’s 
& San Alliance of Illinois and the Danish Bro- 
fe in HH thethood of Omaha, Neb., and their lo- 
cal representatives, to restrain them 
_ a further transacting business in 
s just assachusetts. It is alleged that they 
sence ae foreign fraternals, transacting busi- 
frica. @ “SS in violation of the general insur- 


CLEGG TOURS NEW ENGLAND 





National Association President Urges 
Higher Standards, Cooperation 
and Organization 


John W. Clegg, president of the Na- 
tional Association of Life Underwriters, 
is on a trip through New England, 
speaking before local associations on 
“The Life Underwriter of Tomorrow.” 

President Clegg’s schedule included 
Manchester, N. H., June 19; Portland, 
Me., June 23, and Burlington, Vt., June 
25. He is endeavoring to stress before 
the life insurance men the necessity of 
careful training before trying to sell life 
insurance. President Clegg in his talks 
also dwells on greater organization on 
the part of local life underwriters bodies 
not only in New England but in all 
sections of the United States. 

“There is a great need for more per- 
sonality among our life insurance sales- 
men,” declared Mr. Clegg. “It is no 
secret that we need bigger men in our 
business. We simply must have men 
of broad-mindedness, character and 
force. Not that we do not have them 
now to a more or less degree but the 
life insurance business needs many 
more of them right now. 

“TI shall also urge that underwriters— 
as individuals—cooperate more with 
their home offices. I ask this of all mem- 
bers of our associations everywhere 
from the Atlantic to the Pacific coasts. 
Cooperation should be the slogan to 
achieve the best ends.” 





Connecticut Tax Change Approved 


Among the bills signed last week by 
Governor Trumbull of Connecticut was 
the substitute for House Bill 260 con- 
cerning the taxation of stock insurance 
companies. The bill reduces the fran- 
chise tax from 5 to 2 mills, and the tax 
on the market value of the stock from 
10 mills ultimately to 4 mills. The tax 
on the market value of the stock, which 
is now 10 mills, will be reduced to 8 
mills in 1926, to 6 mills in 1927 and to 
4 mills in 1928. It is believed that the 
bill will effect a substantial saving for 
the companies without in the long run 
appreciably reducing the total revenue 
from the tax. 


Head of Jordan Motor Co. 
Lauds Life Insurance 


RESIDENT EDWARD 5S. JOR- 

DAN of the Jordan Motor Car Com- 
pany believes in business life insurance. 
The Jordan Company carries $1,000,000 
of business insurance on the life of Mr. 
Jordan. Here is the way Mr. Jordan 
gives his endorsement to business life 
insurance: 

“If I were in the life insurance busi- 
ness I could sell any intelligent busi- 
ness man or board of directors on busi- 
ness life insurance. 

“The reasons are so simple and con- 
vincing. 

“1. Ifa company earns 18 percent net, 
and money is worth 6 percent, manage- 
ment or brains is worth 12 percent— 
two times as much as money. 

“2. Money is invested in buildings 
and machinery. That’s 6 per cent. Why 
not insure the 12 percent—manage- 
ment? 

“3. Business insurance is a protec- 
tion to stockholders. 

“4 It sets up an asset which could 
be drawn upon for replacement of an in- 
dividual. 

“5. It builds a reserve aside from or- 
dinary surplus. 

“6. It strengthens the confidence of 
the public in the good judgment and 
ability of the management. 

“7. It provides a fund for the con- 
tinuation of dividends. 

“9. It protects the company against 
the loss of its greatest asset—man 
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power.” 





This cartoon appeared recently in 
one of our publications, 
calling attention to the Con- 
tinuous Monthly Records 
made by the Union Central 
in 1925 and predicting 
another record for May. 


The prediction came true: May 
showed an increase of 37% 


over our production in 
May, 1924. 


This is the sixth consecutive 
monthly record in 1925. 


For this consistency in increase 
there are many reasons. 


Our Manager in your territory 
will explain them to you. 


The Union Central 


Life Insurance Company 
CINCINNATI, OHIO 
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Happiness & Prosperity 
impels this 
GENERAL AGENT 


to say: 


“Working with rather than for the Company 
is the reason I gave recently to a young agent 
for my being with the Company. There is 
a personal relationship between the Home 
Office and the Agency Force of the Company 
that ties its men up closely to the organiza- 
tion. Our agents are peculiarly situated in 
that they know and feel that the officials of 
the Company are personally interested in 
each and every man who carries the Com- 
pany’s rate book.” 


This is what we will do for 
you. 


We have open territory in 
Pennsylvania, Indiana, Mary- 
land, Illinois, West Virginia, 
Michigan and District of Col- 
umbia. Address in confidence. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


‘‘Its Performances Exceed Its Promises’”’ 

















The Child’s 20-Pay Life Optional Endowment Policy 
of the 


Great Republic Life Insurance Company 


of California 


Pestqots beth the 8 and Re pavente and lnstades waiver of 
of death or permanent total disability of the 
are enthusiastic 


. R. RAILEY, Manager E. L. BLACK, State Manager 
douth Department P. O. Box 148 


western 
401-2 Mercantile Bank Bldg. 
Dallas, Texas Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 
Los Angeles, California 
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TOO MANY NEW COMPANIES 


Nebraska Commissioner Seeks to Dis- 
courage Additional Entrants for 
Business in That State 


LINCOLN, NEB., June 24.—Too 
many insurance companies are crowd- 
ing into Nebraska and competing for 
business, for the good of any of them, 
Commissioner Dumont holds after sur- 
veying the situation and noting the 
never-ending stream of applicants for 
license. He points out that there are 
almost as many companies licensed in 
Nebraska as in New York, and there is 
no comparison between the respective 
population and property values of the 
two states. 

The records show that 589 companies 
are licensed in Nebraska for 1925, di- 
vided as follows: Stock fire, 164; mutual 
fire, 25; mutual hail, 4; associations writ- 
ing hail and plate glass, 4; farm mutual 
fire, 73; stock legal reserve life, 72; mu- 
tual legal reserve life, 35; assessment 
life, 4; assessment accident and health, 
14; fraternals, 58; stock casualty, 97; 
mutual casualty, 10; reciprocals, 27; 
burial associations, 2. 

“The fact remains,” says Mr. Dumont, 
“that there is just so much business to 
be written and just so much income to 
be divided, and the more companies 
there are to divide it among, the less the 
proportionate share of each. We must, 
if the applicants comply with the law 
and satisfy the department in all re- 
spects, issue them a permit, but we are 
discouraging this sort of expansion as 
much as we can, purely in the interest 
of the business and the public. 

“In most cases the first thing done is 
to raid the existing agencies for men to 
get business for the newcomer. This 
means disorganization and loss for the 
agency organization that a company has 
ben painfully and at considerable ex- 
pense building up. It also means added 
acquisition cost, whereas the effort is 
lessening expense. The only other 
source is from the ranks of the inexpe- 
rienced or the incapable, who are always 
changing from one company to another.” 

Mr. Dumont says he is not opposed to 
competition and is not seeking to dis- 
courage it, but rather to call attention 
to the common sense business features 
of the situation. Nebraska spent less 
for insurance premiums in 1924 than in 
1923, and while there is room for de- 
velopment along certain lines, the matter 
is one that needs study and investigation. 


Salary Deduction in St. Louis 


St. Louis employers have responded 
generously to the Missouri State Life’s 
new plan for writing life insurance on 
the salary deduction plan. The first two 
weeks of June more than $601,000 of in- 
surance had been issued in its home 
city on that basis. In that period ten 
St. Louis industrial and mercantile com- 
panies had agreed to cooperate with the 
Missouri State in extending life insur- 
ance protection to 170 workers in their 
employ. It is anticipated that the 
amount of insurance placed on workers 
of those concerns will be more than 
doubled before the books are closed. 


Omaha Managers Organize 


At a meeting Monday the Life 
Agency Managers Association of Omaha 
perfected organization and adopted con- 
stitution and bylaws. Nineteen were 
present and became members. Others 
unable to be present but participating in 
a previous meeting assure an initial mem- 
bership of at least 30. 

The constitution states as the purpose 
of the organization: “The object of this 
association shall be the bringing together 
of its members for better acquaintance 
and friendship; for the exchange of ideas 
and methods of agency management, 
and for the promotion of the best in- 





terests of the business” and membership 





ACTUARIES 


———— 
DONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle 
Telephone State rise 


CHICAGO, ILL. 


~enaaal 
a 
A. GLOVER & CO. 








29 South La Salle Street, Chica 


——_| 
—— 








H. NITCHIE 
: ACTUARY 


1523 Assn. Bldg. 19 S. La Salles 
Telephone State 4992 . - CHICAGO 


HARRY C. MARVIN 


CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 


——__ 














RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS | 
Hubbell Bldg. DES MOINES, IOWA 








J. McCOMB 
COUNSELOR AT LAW 

*CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
red. The Law of Insurance a 


poner} 6 
Colcord Bldg. OKLAHOMA CITY 

















MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDER 
STICK! WRITE THE HOME OFFICE 











DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 


BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 
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WANT ADS 
in The National Under- 
writer are read every week 
by thousands of interested 
insurance men—that’s why 


they are result getters. 
1 inch $5.00 
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. defined: Membership shall 
be of managers, state agents or 
| agents of legal reserve life com- 
+, direct contracts with the 
























Herman L. Ekern, was killed by the 
senate last week by a vote of 13 to 14. 
A reconsideration move lost immediately 
afterwards and the measure cannot be 
















































boldine Meetings will be held the | revived at this session. 
< Monday in each month with an- 
c meeting and election of officers in Kohn Talks at Davenport 
: a Henry H. Kohn, Albany, N. Y., man- 
St. he officers elected for the ensuing | ager there of the Phoenix Mutual Life, 
7298 are: President, Forrest U. Croxson, | attending the National Morris Plan 
LL, BB itable Life of New York; vice-pres- | Bank midwest conference, of which he 
—_ |, Franklin Mann, Northwestern | js vice-president, at Davenport, Ia., ad- 
sal Life; secretary-treasurer, H. O. | dressed a group of 35 underwriters rep- 
co, bnelm, Northwestern National Life; | resenting various companies at a lun- 
on ative committee, E. Sorensen, cheon given by L. M. B. Morrissey, gen- 
me na Life, and Charles Eyre, general | eral agent for the Phoenix Mutual in 
untants nt Provident Mutual Life, with the | that city. 
ers. 
it, Chicage — . Chicago Travelers Club 
mtn Code Bill Finally Killed Harry E. Mart, formerly ~~ qupertn- 
. on . tendent and now an agent in the - 
>) Bienate Bill 175-S, the insurance fe€- | cago branch office of the Travelers, has 
écation bill in the Wisconsin legisla- | heen elected president of the Chicago 
that precipitated the controversy | Travelers Club. T. Wessling was chosen 
La Salle ween Insurance Commissioner W. | vice-president; Arthur Spice, secretary, 
=e ley Smith and Attorney General | and F. R. Donnelly, treasurer. 
a 
‘1 
wd IN THE SOUTH AND SOUTHWEST 
a St. 
IANA RONG OKLAHOMA FACULTY | have the attorney general determine the 
mnesisienal matter. ee 
_—" . of National Prominence to Assist It is known that the New York Life 
Grifin M. Lovelace in Summer 
School There 
Bidg. 
iS OKLAHOMA CITY, OKLA., June 
ES, IOWA —The faculty, announced by the Ok- 
oma Association of Life Underwrit- 
ed ‘ * ° 
———, for its summer salesmanship school, | 
composed of men selected from the 
LAW t life salesmanship educators in the 
UARY nited States. It is headed by Griffin 
nder Val- Lovelace of New York University, 
a first to originate and put into effect 
rms Pre- course of life training, which he did 
urance a Carnegie Institute of Technology. 1908 
A CITY he school term is to extend from Aug. 
to Sept. 28. 








irst on the list of assistants to Mr. 
bvelace appears the name of Ralph G. 


‘! nglesman, who is to direct the classes 
, practical selling and hold conferences 
TALITY, i students on individual cases. He 
id . fag Personally a successful producer in 
Splendid million dollar class. 

pien Frank M. See, general agent of the 
ars? ssachusetts Mutual at Nashville, 
- m., is to have charge of interview 
- ork. He is graduate of Mississippi 
| miversity, a lawyer by training, and a 
IS asing and effective speaker. He also 
es a million dollar producer. 

¥ Lessons on principles and policies will 
HOLDERS fe COnducted by Vincent B. Coffin, as- 
2 OFFICE 


tant general agent of his company at 
ibany, N. Y., He is a graduate of 
tsleyan university and member of the 
st class taught by Mr. Lovelace. 

Miss Bean is to be secretary of the 
hool and several others are to help in 
ading and marking papers, and other 
tail work. 











ROMISES N. Y. LIFE RULING 








nois txas Commissioner Says Status for 
loans Only Under Robertson 


Law Will Be Determined 








AUSTIN, TEX., June 25.—As yet the 
orney general has not been asked for 
hopinion as to whether the New York 
le can enter Texas for the sole pur- 
bse of loaning money without payment 
the premium tax on its life business 
nce its withdrawal in 1907 when the 
obertson law was enacted, but Com- 
ssioner Scott says the matter is to be 
it up to the attorney general for opin- 
n. This follows the visit of Eugene 
ocke of Dallas, attorney for the New 
ork Life. 

There appears to be some hesitation 
an unknown reason in bringing the 
Matter to a focus, supposedly due to 
" Possibility of obtaining service by the 
'¢ in a suit for the recovery of the 
€s since 1907, but Judge Scott gives 
esurance that a way will be found to 


























PURELY 
MUTUAL 


LOWEST 
NET COST 


OPERATING IN 


INDIANA ILLINOIS 
MICHIGAN TEXAS 
OHIO MINNESOTA 
IOWA FLORIDA 


FOR AGENCY 
ADDRESS 


Frank P. Manly 


PRESIDENT 
or 
Joe C. Caperton 


AGENCY MANAGER 








1922 
1923 


has collected a large sum of money in 
Texas during the 18 years intervening 
since its withdrawal and it is not going 
to pay the taxes on premiums collected 
through the mails and without the aid of 
licensed Texas agents. The rate would 
be 3 per cent plus interest and penalties. 

According to Commissioner Scott it 
will be but a short time before the ques- 
tions are put up to the attorney general 
for answer. If the attorney general 
holds that the company can enter for 
the sole purpose of loaning without be- 
coming liable for the back taxes it is 
sure to enter the Lone Star state for the 
single purpose only. 





Renew Robertson Law Fight 


Efforts will be renewed at the next 
session of the Texas legislature to re- 
peal the Robertson law along the lines 
urged by Senator Wirtz of Seguin dur- 
ing the recent session of the lawmakers. 
Maj. Wayne Davis, San Antonio attor- 
ney, has announced that a group of busi- 
ness men will be assembled in Houston 
about the middle of July to confer about 
plans for pushing through this sort of a 
program at the next regular session of 
the legislature. Major Davis played a 
leading part in the fight for the passage 
of the repeal bill last session. 

Big insurance companies outside of 


A SUCCESSFUL RECORD 
20 YEARS OF STEADY PROGRESS! 
INDIANAPOLIS LIFE INSURANCE COMPANY 


$325,000.00 
1, 281,909.92 
2, 158,315.72 
2,344,449. 12 
3,037,135.59 
3, 760, 237, 61 
4,451,264.48 
5,756,690.87 


7,011,554.27 
8,655,78 8.46 
10,231,921.21 


12,02 1,820,06 
13,665, 053.54 
15,532,346.36 


20,445,274.33 
27,006,018.90 


31,275,345.86 
35,236,427.74 
40,882,131.98 
1924  46,628,369.17 
1925 52,000,000.00 


To Date 


INSURANCE 
IN FORCE 


INDIANAPOLIS LIFE INSURANCE CO. | 


INDIANAPOLILS 








Texas did not contribute one cent to 
the needs of the last campaign and they 
are not expected to aid next time, Mar} 
jor Davis said, 





Oklahoma Twisting Case Postponed , 


‘ 
The hearing of Roy Clements, repre-} 
sentative of the National Life of Ver-® 
mont, came up before the Oklahoma 
state insurance board last week. The 
decision was postponed until June 30. 
Mr. Clements is accused of attempting” 
to twist business from one company to 
another. 





Chicago National in Kentucky 


The Chicago National Life, which re+ 
cently was admitted to Kentucky, has 
appointed F. W. Smelser as general 
agent at Louisville, with headquarters at 
1931 West Main street. Mr. Smelser’s 
home is at Jeffersonville, Ind., across the 
river from Louisville. He has been 
doing considerable work for the Chicago 
National Life in southern Indiana. 





Expect Rapid Growth 


The board of directors of the recently 
organized Anchor Life of Tulsa, Okla., 
represent an immense amount of wealth. 
All of these directors are Tulsa men and 


GROWING ! 
STEADILY, 
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Life Insurance of 


Rich Men 


Have you read the article in The Saturday Evening Post of 
June 20, on “Life Insurance of Rich Men”? Every life insurance 
man should read it. Whether he reads it or not it will make 
business for him. 


The article shows in a striking way how life insurance pro- 
tects estates. With the enormous circulation of The Saturday 


‘ Evening Post, inquiries will come voluntarily to every agent. 
Are you equipped to handle such inquiries? What do you 


know about inheritance taxes? You should have 


Life Insurance and Inheritance 


Taxation 


With complete Federal and State Inheritance 
Tax Tables, revised to October 1, 1924 
in Five Chapters 

1. Suggestions on selling life insurance to provide for inherit- 

ance taxes. 
2. Explanation of principles, to enable agent to give real service. 
3. Explanation and illustrations of the Federal Estate Tax. 
4. Tables showing Inheritance Taxes in all states, with exam- 

ples and illustrations. 
5. Tables for finding the value of Annuities and Life Estates, 


also Reversion and Remainders, with examples to illustrate 
the use of the tables in solving problems. 


Get a Copy at Once 


While The Saturday Evening Post article is fresh. Supply one to 
each of your agents. 


Prices: single copies, $1.50 each; 6 copies, $1.40 each; 12 copies, $1.35 each; 
25 copies, $1.25 each. 


This book is one of the valuable services of The National 
Underwriter to Life Insurance Agents. 


PUBLISHED BY 


THE NATIONAL UNDERWRITER 


CINCINNATI CHICAGO NEW YORK 














Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 














FREDERIC H. RHODES, President 
has al those in i 
th Oey policies in fhe, conduct of its business that have 


Has always rendered the highest grade of service to its policyholders. 
Has always _oxtended reasonable assistance and encouragement to its representatives to 
Ite tract to each individual insurer full 

geliey_contreste, give ny Ss protection, safeguarding, at the 
JOHN BARKER, Vice-President ROBERT H. DAVENPORT, Secretary. 
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~ You've heard it said that National Underwriter Want 
Ads are result getters—they are. 
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“Ordinary Life if You Die 
Optional 
20-Pay Life or Endowment 
if You Live!”’ 


That is exactly what our “Complete Protection Policy” pro- 
vides. Here is a policy that you can sell—there is a definite 
tangible demand for it. Haven’t you had many cases where 
because a man had to think of his family’s immediate protec- 
tion he chose ordinary life instead of 20-pay? Of course you 
have. Would a 20-pay policy paying if he died before the 20 
years, the regular ordinary life benefit that his premium would 
have purchased, have interested him? Of course it would— 
just as it is interesting you this minute. 


The National Savings Life is a growing company. We are 
operating in Kansas, Missouri, Arkansas and Illinois. We 
have an attractive line of policies, believe in and give sincere 
service and are backed by men of integrity, purpose and of 
proven worth. We want men—real men to represent us. 


Let us show you that you can do it better with the National 
Savings Life. Address Louis A. Boli, Jr., Vice-President and 
Agency Director, Wichita, Kansas, for full particulars. 


NATIONAL SAVINGS | 


a lol iS 


Aries: INSURANCE GOMPANY 
—=—=/ National Savings Bldg Douglas at Emporia 
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| Springfield Life Insurance Company 


A MuTuAL LEGAL Reserve Lire INSURANCE COMPANY 


HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 

qa) Li first year commissions 
Liberal renewals—thus insuring a permanent income 
Actual—not promised—h office co-operation 
Large actual prospect lists 


Business in Force $80,000,000 


George Hawkins Supt. Agencies A. L. Hereford, President 
Springfield, IIl. Springfield, Il. 
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Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 
boiled’’ on advances. 


Fm) 


OUR FIELD 





OLUMBIA LIFE 





Cincinnati, Ohio 
S. M. CROSS, President 


xe 26, 1925 
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LIFE INSURANCE EDITION 

















; that their combined 
estaaase robably be somewhere 
’ the $1,000,000,000 mark. ; 
i. company was organized early this 
with $125,000 capital, which has 
tly been increased to $250,000. So 
everal hundred thousand dollars of 
nce have been written in Tulsa 
and the officers are planning to 
9 agencies in various sections of the 
in the near future. The agency 
is being enlarged as rapidly as pos- 
and the company expects to write 
900,000 in the next year. The re- 
s increase in capital gives the com- 


















pany a total capital and surplus of more 
than $500,000. 


Publicity Work in Arkansas 


The Home Accident, Home Life and 
Home Fire, all managed by A. B. Banks 
& Co. of Little Rock, are doing consider- 
able in publicity work in promoting the 
interest in home companies in Arkansas. 
The Home Accident led the casualty com- 
panies in premiums last year, the Home 
Life was third among the 75 life com- 
panies operating in the state, and the 
Home Fire was fifth in premium income 
of the fire companies. The Home Life 
|}is preparing to enter Texas and Mis- 
| sissippi. 

















PACIFIC COAST AND MOUNTAIN FIELD 
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— gRS NON-MEDICAL FIELD 

> 20 

uld <t Coast Life to Write Business in 

= U. S, with Four States Excepted, 

and in Hawaii 

are 

We ; ; "e 

ere Commencing July 1 the West Coast 

of hie will write non-medical business on 
bite risks in the United States (except 
states of Arizona, Colorado, Idaho 

nal 4 Washington) and Hawaii. The 

ind mpany will accept this class of busi- 
xs from its supervisors, agency or- 
sizers, district managers and agents 
ho have One year or more of service 
ith the company or have graduated in 

. company’s educational course, pro- 





ied they have been recommended by 
ir state managers. Limits to be writ- 
m without medical are $2,500 on males 
d $1,000 on females. No male appli- 
ot under 15 or over 45 years of age 
female under 15 or over 40 years of 
will be accepted on non-medical. 
Instructions to agents state that the 
surance should be on the life or en- 
owment plan. Term insurance requires 
regular application and medical ex- 
uination. Joint life policies covering 
wsband and wife are not issued on the 
on-medical plan. 

Accidental death and dismemberment 
murance and weekly accident and 
halth benefits will be written with non- 
medical according to the regular rules of 
the company. Total and permanent disabil- 
y benefits will also be extended, ex- 
tuding married females and subject to 
he regular rules. Total and permanent 
sability monthly income must not ex- 
d $10 per $1,000 nor weekly accident 
d health indemnity more that $5 per 
000 of life insurance. 







































Py Policies Before Getting Premium 





E. M. West, manager of the agency 
t Los Angeles of the Liberty Life of 
opeka, recently wrote the applications 
oF. E. Fuller, a Los Angeles mining 
man, for a life policy, a health and ac- 
t cident policy, and two automobile poli- 
tes, all in the Liberty Life. A 60-day 
mote was taken in settlement of the 
femiums, as the applicant was leaving 
for the mines and intended to pay the 
tote upon his return. Just 30 days after 
two he signed the applications, the insured 
yme was killed in an automobile accident, his 
ra tr being struck by a:train. The com- 
pany paid the widow $9,407, including a 
$5,000 life policy, $2,407 health and ac- 
ddent, and $1,000 each on the two auto- 
Mobile policies. The claim payment 
lib- was made before the note settlement 
rd- was due and before the company had 
actually received the premium. 








Third Generation With Company 


Marking the entrance of the third gen- 
‘ration of Samuels to be connected with 
the Oregon Life, Millard A. Samuel has 
joined the concern as a special represen- 
tative. He is the son of C. S. Samuel, 
"ce-president and general manager of 

© company. M. A. Samuel was just 
ésited from the University of Cali- 

ia. 


<—< 










COMPANY MADE GOOD RECORD 





Next Month Will Be the. Ninetieth 
Anniversary of the Northern Life of 
Seattle 





SEATTLE, WASH., June 18.—July 
15 next will mark the 19th anniversary 
of the founding of the Northern Life of 
this city. D. B. Morgan, president of 
the Northern Life, organized it in 1906 
to write a combination life, accident and 
health policy in one contract and with 
one premium. It has met with great 
success. Recently the company has 
been writing at the rate of $2,000,000 a 
month, $1,000,000 of which has been 
written on the monthy premium plan. 
The volume written on the monthly 
payment plan is increasing rapidly. 

The company will have an agency 
convention in Seattle, July 21-23, when 
the $100,000 Club will meet. 


Placed Large Group Policy 


The Northern Life is now operating 
in Washington, Oregon, California, Id- 
aho, Nevada and Alaska. It has just 
recently been admitted to Utah and 
Colorado. The Northern Life is proud 
of the fact that it recently placed the 
largest group policy written in the Pa- 
cific northwest amounting $400,000 for 
one of the leading fruit companies. Last 
year the Northern Life was fourth in 
volume in Washington, there being 
some 75 or more companies operating in 
the state. The Los Angeles agency is 
writing $500,000 a month in its section. 
| The Northern Life is writing women at 
| the same rates as men, where the for- 
mer are employed. They are eligible to 
carry the health and accident benefits as 
well as the life. 








Anderson Made Fine Record 


J. J. Anderson of Rexburg, Idaho, 

representing the Equitable Life, secured 
| 52 applications for $102,000 of business 
in 26 working days. Of these 18 were 
| his personal cases, and the rest were 
| written jointly with three other repre- 
sentatives, the work being done in five 
or six towns. Mr. Anderson is field as- 
sistant. 





Oregon Commissioner Reappointed 


Governor Pierce of Oregon has re- 
named Will Moore as state insurance 
commissioner which carries with it the 
duties of state fire marshal and state 
real estate commissioner. C. A. Bar- 
ber, manager of the Fire Insurance 
Exchange at Portland, held the post 
prior to the election of Governor Pierce 
two years ago. Commissioner Moore 
has been quite active in the Insurance 
Commissioners Convention, particularly 
at the meeting on the coast last sum- 
mer. 





Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an ad 
of this size and appearance bring 
applications to them. One inch, 
one column wide, one time, $5.00. 
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Life Insurance for a Greater Number 
The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the in- 
sured carried no other insurance. 
A National Life Contract offers the opportunity for increased earn- 
ings through selling more insurance to more people. Top contracts available in choice 
territory. 


National Life Association, - Des Moines, Iowa | 

















FOUR YEARS YOUNG 


Our Business in 1924 


Al . Income $608,000............. ..-Gain 13+-% 
Assets over $1,100,000.........Gain 25+-% 

= Capital and Surplus over 
te ape «s----Gain 144% 
Savings in Mortality $73,000 or... 66 % 








their beneficiaries since our organization 


Prt We have paid to our Policyholders or 
y started—$202,476.15. 





SALESMEN WANTED 


dd Tn Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas and Oklahoma. 


NATIONAL RESERVE 
= LIFE INS. CO. 


GEO. GODFREY MOORE, President 
N H Office Under 
 “Guawesion Topeka, Kansas 





























THE MUTUAL LIFE | 


' The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 




















NATIONAL UNDERWRITER WANT ADS ARE RESULT GETTERS 























THE NATIONAL UNDERWRITER 


June 9, 

















-IN THE ACCIDENT AND HEALTH FIELD 

















“HELD THREE DAY CONFERENCE 


Sales Meeting of Business Men’s As- 
surance at Indianapolis Called 
Best in Company’s History 


INDIANAPOLIS, IND., June 24.— 
A successful three-day sales meeting 
was held here last week by the Business 
"Men’s Assurance of Kansas City. The 
sessions were presided over by E. J. 
Montague, director of field service, and 
J. C. Higdon, actuary and manager of 
“the life department, from the home 
,office, and F. W. Moller of Indianapolis, 
supervisor for Indiana. The program 
‘consisted chiefly of sales talks and round 
‘table discussions that were highly 
profitable to the 50 agents who were 
present. 

The principal speakers at the banquet 
were Stuart A. Coulter, deputy insur- 
ance commissioner of Indiar- and Dr. 
‘R. B. Converse, local medical examiner 
for the company. Mr. Coulter spoke 
interestingly of the value and uses of 
‘legal reserve life insurance as a_ safe 
investment and commended the Busi- 





ness Men’s Assurance on its relations 
with the state department. This was 
declared to be the best agency meeting 
yet held. Mr. Moller was particularly 
pleased to have 12 new men join the 
agency force as a result of what they 
saw and heard at the various sessions. 
“We could afford to have a meeting of 
this sort every month if each time we 
could bring a dozen gcod men with us,” 
Mr. Moller declared. 

Mr. Moller took Indiana in May, 
1923, and has made a fine record of 
growth. The business in Indiana has 
increased approximately 600 percent. 
For the first five months of 1925 his 
production record is 42 percent ahead 
of the same period last year. In the 
first five months of 1924 $188,000 in life 
insurance was written in Indiana by his 
office while the amount for the first five 
months this year is $609,000, an increase 
of 230 percent. 


Conference Manual Revised 


A revised edition of the classification 
manual published by the Health & Acci- 
dent Underwriters Conference, which is 
usea by many companies outside the Con- 





ference, as well as by practically the 
entire Conference membership, has just 
been issued, This is the first revision 
since 1922. There has been many addi- 
tions, including all classes connected 
with the radio industry, an entirely new 
development since the last revision, some 
omissions where classifications have been 
combined and many changes in classi- 
fication. 


National L. & A. Promotions 


F. W. Correll, formerly of the Kansas 
City district of the National Life & Ac- 
cident, has been promoted to superin- 
tendent in Chicago No. 3. R. M. Pleasants 
of Omaha and J. E. Beaty of San Diego 
have been promoted to superintendencies 
in their respective districts. 


Change in Omaha Office 


Morris E. Reid has been appointed gen- 
eral agent of the United States National 
Life & Casualty at Omaha, succeeding J. 
Cc. Blakley, who was forced to sever 
his connection with the company on ac- 
count of ill health. He had been in 
charge of.the Omaha office for six years 
and made a noteworthy record there. 


Accident Case Decided 


As to When Question of the Relation 
Between the Injury and Death of Insured 
Was for the Jury—Plaintiff’s intestate 
died from anthrax a few days after acci- 
dental'v cutting himself while shaving. 
Defendant company insured deceased 








nothing. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk ,Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ta., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


- The Company has its Home Office in its own building at 166 W. Jackson Blvd, running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 











“against death sustained by 

bodily injury, which is effecteg 
and independently of all othe,’ 
through external accidenta] Means" 
ceased was a brush inspecto, , 
fendant claimed that he Contrag 
disease through his duties as 5 
spector. Held that since there _ 
dence tending to show by a cons 
chain of events that the disease ». 
from the cut received while shay: 
was not error to submit the cane 
jury. Federal Life vs. Gulick « 
Appeals, Ohio (8th Dist.),. Decideg y 






Central West New Policy 


The Central West Casualty },, 
nounced a new policy known » 
maximum value accident policy 
will be sold only to persons jy, 
tions classed as select or preferred 
18 to 59. It pays $1,000 for jo 
life, both hands, both feet, bot) , 
one hand and one foot, one hap 
one eye, one foot and one eye; sy 
loss of one arm or one leg 
amounts are paid if such loss 00 
within 90 days after date of accidey 
within 200 weeks after accident #! 
juries cause continuous total dis: 
from date of such accident, jn y 
event the monthly indemnity yjj 
be paid. The policy pays $100 a my 
during total disability from insure¢s 
cupation up to one year. If the ing 
is disabled for any occupation, indem 
will be paid for life. The annual 
mium is $10 for men and $12 for wou 


ij 


Shaping Up Conference Program 


Good progress is being made in & 

ing up the program for the midsum 
meeting of the Health & Accident 
derwriters Conference to be held at¥ 
Baden, Ind., Sept. 1-3. Tentative 
rangements have been made to secur 
man of national reputation as an ing 
ance authority, outside the confers 
ranks, as one of the headliners and { 
remainder of the program will meas 
up to the usual standards. 
As is usual at the summer meetiy 
business sessions will be held only 
the mornings, the afternoons being i 
free for recreation. With an excell 
golf course and other recreation faci 
ties available at West Baden witho 
any additional charge, that factor is ¢ 
pected to result in an increased atten 
ance. There is also usually more inte 
est in the summer session, as that ist 
annual meeting of the Conference, wh 
officers are elected, 


No Date Set for Meeting 


No definite date 
meeting of the Southern Industrial | 
surers Conference to be held at Sign 
Mountain Inn, Chattanooga, in Octo 


has been set for tl 


Accident Notes 


The “Daily News” at Little Rock, Am 
is now putting out a travel accident po 
icy issued by the Federal Life. 

John A. Keelan, superintendent 
agents for the Time of Milwaukee, } 
left on a business trip which will tak 
him through Ohio, Indiana, Michigana! 
into Canada, returning in about 10 day 








| NEWS OF LIFE POLICIES 

| New Policies, Premium Rates, Dividends, Surender 
Values and all Changes in Policy Literature, Rate 
Books, etc. lementing the ‘Unique Manu! 
Digest,” published annually in May at $3 50 ond 
“Little Gem " published annually in April at $2 


| 











ISSUES DIVIDEND SCHEDUL 


Massachusetts Mutual Life Makes 4! 
nouncement of Its Program for 
Ensuing Fiscal Year 


T +. hs 
The Massachusetts Mutual Life ™ 
issued its proposed dividend sched! 
for the year beginning July 1, 1926. Th 
rates for all ages on various polic 
forms are given in the subjoined tables 
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Life ife Life Life End. 
Ltr 6.10 5.73 5.64 8.65 
5.58 6.14 5.76 68 
5.64 6.21 5.83 
5.74 6.31 
5.84 6.42 
5.95 6.53 
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L 
5.86 
5 5.91 5. 
; 5.98 5.7 
; 6.07 5. 5.8 
"8 ! 6.17 6 5.9 
: . 6.29 6 6.0 
1 t 6.42 6. 6.1 
623 6.82 6.55 6.40 6.3 
6.38 6. 6.70 6. 6.4 
6.54 7. 6.86 6. 6.6 
667 7.25 6.97 6. 6.73 
679 7.37 7.11 6. 6.86 
692 7.52 7.24 7. 6.98 
703 7.60 7.33 7. 7.07 
713 7.71 7.42 7. 7.15 
723 7.82 7.53 7. 7.27 10.0 
733 47.92 7.62 7. 7.36 10.0 
742 8.00 7.70 7.54 7.44 10.1 
750 8.08 7.77 7.60 7.51 10.18 
756 8.13 7.82 7.66 7.57 10.21 
763 8.20 7.89 7.71 7.63 10.25 
768 8.25 7.94 7.76 7.67 10.28 
773 8.31 7.98 7.82 7.71 10.30 
781 8.37 8.04 7.87 7.77 10.34 
786 8.42 8.09 7.92 7.83 10.36 
797 8.50 8.17 8.00 7.91 10.43 
g08 8.61 8.25 8.10 8.02 10.49 
821 8.73 8.39 8.22 8.14 10.58 
837 8.88 8.54 8.37 ... 10.71 
ae 854 9.03 8.69 8.52 10.82 
8.76 9.23 8.89 8.71 10.98 
899 9.44 9.10 8.93 . 11.15 
927 9.69 9.34 9.19 . 11.38 
956 9.96 9.61... . 11.60 
9.90 10.27 9.94 . 11.88 
10.20 10.65 10.32 . 12.21 
10.75 11.08 10.75 . 12.60 
11.25 11.54 11.21 13.01 
11.84 12.09 11.79 . 13.51 
"* 39.50 12.71 12.42 . 14.09 
“*** 43.94 13.42 13.13 . 14.74 
14.10 14.22 13.96 . 15.50 
15.06 15.14 14.89 . 16.36 
25 30 5 Inc 


, Bie 7s .-e Age 
. End. End. Term_ 60 
57 $6.14 > 5 





Ee 22 6.14 eee 5.76 

7.22 6.57 6.14 tos Dae 

7.22 6.57 6.14 — 

7.22 6.57 6.14 a 

peeve 7.22 6.57 6.14 2.48 5.82 

7.22 6.57 6.14 2.48 5.85 

7.22 6.57 6.15 2.50 5.88 

“se 7.27 6.60 6.20 2.51 5.97 

7.29 6.62 6.23 2.51 6.03 

7.35 6.68 6.28 2.52 6.13 

hice 7.42 6.74 6.35 2.53 6.26 

7.50 6.83 6.44 2.54 6.40 

7.60 6.92 6.53 2.54 6.54 

7.72 7.05 6.67 2.56 6.71 

7.84 7.17 6.78 2.57 6.90 

7.96 7.30 6.91 2.59 7.09 

ene 8.09 7.42 7.05 2.60 7.30 

—-_ 8.20 7.53 7.16 2.61 7.47 

8.31 7.65 7.26 2.63 7.66 

8.41 7.76 7.37 2.65 7.85 

8.49 7.82 7.46 2.67 8.02 

8.56 7.90 7.53 2.70 8.21 

beoee 8.66 7.99 7.63 2.72 8.40 

8.72 8.06 7.70 2.74 8.59 

8.77 8.12 7.76 2.78 8.79 

ences 8.82 8.17 7.81 2.80 9.00 

Y 8.86 8.21 7.85 2.85 9.19 

q 8.90 8.26 7.92 2.89 9.44 

8.92 8.29 7.94 2.94 9.67 

8.95 8.31 7.97 2.99 9.94 

besos 8.98 8.34 8.01 3.05 10.27 

9.00 8.37 8.05 3.14 10.62 

peoce 9.07 8.44 8.12 3.22 11.08 

-= 9.14 8.51 8.21 3.31 11.62 

9.23 8.62 8.32 3.42 12.29 

} 9.35 8.74 eee 3.54 13.10 

9.48 8.88 3.66 14.10 

9.65 9.06 3.81 15.40 

- 9.83 9.26 3.98 17.11 

ve» 10.05 9.49 4.15 19.46 

Becsee 10.30 ene 4.36 cee 
i...» 10.59 4.56 
sseve 10.94 4.81 
«e+ 11.33 5.07 
oo Baote 5.38 





Farmers & Traders Life 


The Farmers & Traders Life of Syra- 

me, N. Y.. is now issuing insurance on 
lives of children between the ages 
S years and 6 months and 14 years 
i6 months on all plans with the ex- 
tion of term. The rates and values 
as of age 15. 


Wisconsin National Life 


The Wisconsin National Life of Osh- 
th is now issuing monthly payment 
licies on all its forms. They are issued 
amounts of $1500 upwards. The 
tnthly rate is one-third of the quar- 
tly premium under the regular plan. 





Occidental Life 


The Occidental Life of Los Angeles is 


Pow issuing policies on the lives of chil- 


mn from ages 10 to 15, paying the face 
mount in event of death. The limit of 
Bk is $5,000. Any plan of insurance 
ttofore applicable to ages 15 to 23 
male and female lives may be writ- 
hy disability will be written until 
ge 15, 


Modern Woodmen 


The Modern Woodmen of America has 
ided to write term insurance and also 


0 increase the certificate limit to $5,000. 
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Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 
holders. What better evidence could there be 
that policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 





OPENS SCHOOL FOR MANAGERS 


Twenty-five Assistants Brought in From 
Field to Qualify for 
Promotion 





The United States National Life & 
Casualty is opening its fourth school 
for men in the field this week. A five 
weeks’ course is being given, this time 
for managers only. Twenty-five assist- 
ant managers have been brought in 
from the field and will be given prac- 


tical training and sent out to take man- 
Scand pasion EQUITABLE LIFE 
The United States National has en- INSURANCE COMPANY 
tered a number of additional states, now , 
f Founded: 1867 OF IOWA Home Office: Des Moines 


being admitted to 46 of them. This 
expansion has made an exceptional de- 
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52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 























The Once a Policy- 
Policyholders’ . Ae oF i holder—Always 
Company wee H Nai j ih a Prospect. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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ROCKFORD LIFE 


For direct contract with Company, write to 

















FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 


MICHIGAN, OHIO AND MINNESOTA TERRITORY OPEN 
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Cathedral Builders 


Each is a cathedral builder—whether he be architect, master 


mason, or apprentice helper. And each is 


respect. 


therefore entitled to 


In the institution of life insurance every man and woman, in 


Field or in Home 
Each is therefore entitled to respect. 


is a builder in the great temple of life. 


And in this organization the man or woman whose produc- 
tion is small is held in the same fraternity as the man or woman 
whose figures are in the million, provided only that conscience, 


loyalty, and industry animate the work. 


We have room for men and women of high ideals, who 
believe that life insurance is one of the supreme forms of social 


service. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


E Company with the personal contract offers ex- 
llent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 


ee 





H. M. HARGROVE, President 











INDIANA 


KANSAS 





OHIO ILLINOIS 


IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


KENTUCKY 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
MISSOURI 


NEBRASKA 

















“ GLOB 


MUTUAL LIFE 
INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Estimated Results for 1924 Over Last Five Years 


GAIN IN INTEREST INCOME . 


seeeeeee 






The above figures are the results of the highest grade of service to 
latest is 


policyholders and representatives. 


CLAIMS PAID BY TELEGRAPH 


To which have been added 


CLAIMS ADJUSTED BY RADIO 


It is the last word in 


SERVICE 





T. F. BARRY, Pres., Gen. Mgr. and Founder. 





—— ~ 
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text book for beginners, a review book 
lacob A. 
+ National Underwriter, 





1362 Insurance Exchange, Chicago. 


experienced men, a book that every life insurance man should 
Jackson's ‘Easy Lessons in Life Insurance,”’ $1.50, including Quiz Book supplement. The 








mand for managers, which accounts for 
the fact that no agents are included in 
this school. The students in the school 
will be put through practical work in 
the home office and in district offices in 
Chicago. They will be required to per- 
form the work of every position in a 
district office. ' 

The course in the district offices will 
be given by A. Fleischer, in charge of 
Chicago No. 2, and J. L. Loarie, in 
charge of Chicago No. 1. While the 
work of these managers will be chiefly 
in the weekly payment department, they 
must show proficiency in handling all 
of the lines of the company, including 
industrial life, industrial accident, com- 
mercial accident and intermediate life, 
which is sold in units of $250 to $1,000 
on annual premium basis. Dr. W. A. 
Granville, educational director, is in 
charge of the school. 


Named District Manager 


W. W. Slater, who has been in charge 
of the Kokomo, Ind., office of the Metro- 
politan Life for the past four years, has 
been appointed district manager by the 
company and will have Lafayette, Ind., 
as his headquarters. Mr. Slater has been 
connected with the Metropolitan for the 
past 14 years. He will have in his new 
district Lafayette, Logansport, Craw- 
fordsville, Peru and Frankfort. 





Prudential News 


Superintendent Ernest von Kleeck of 
the Baltimore No. 1 district of the Pru- 
dential is setting a pace for his agents 
and assistant superintendents to follow 
in the writing of ordinary business that, 
should they emulate him, would land them 
high on the list of Prudential ordinary 
producers. 

Walter R. Ames, an agent until re- 
cently in Brooklyn No. 12, is now operat- 
ing in the same capacity in the Atlanta, 
Ga., district. 

Harry D. Bisenberg, 


who was ap- 









pointed agent in Amsterdam, y 
18, 1907, and promoted to assistan, 
erintendent at Albany, N. yY, Der 
1912, being transferred in the ptt 
tion to the Hudson, N. Y., detache 
sistancy Jan. 22, 1916, has again 
transferred this time to take char. 
an assistancy at Schenectady, y r 
Frank F. Clasen, Jr., who was 
pointed agent in the New Yor, ll 
trict, Jan. 16, 1922, has been rey, 
for his past good work by being 
vanced to the position of assistant 
erintendent in his own district. 
Walter Marvin, who has beep Ope 
ing in the Albany district as agen &i 
March 11, 1918, has received proms 
as assistant superintendent, in charg. 
the detached office at Hudson, Ny 
Anton Huebner, superintendent ¢f , 
Staten Island, N. Y., district, recess 
completed thirty-five years of Servicg 
Frederick L. Fair, superintendey 
Philadelphia district No. 1 of the » 
dential, honored two of his assist, 
and their agents with a dinner ag 
result of a proposal made when 4p 
J. Westhoff was given his 25-year seryy 
badge. Superintendent Fair then oft, 
to give a dinner to the two assistay 
and their agents who showed the larg, 
amount of new business issued ani. 
vived per man the week of May 11, 7 
winners were B. McClain and | 
‘Ewing, and the agents in their 
sistancies. The home office was rep 
sented by Assistant Secretary Henry 
Sutphen and William A. Mason, divish 
manager. Mr. Sutphen also presente 
40-year badge to Thomas Mason, speq 
inspector for the Prudential at Phj 
delphia. 




































Prudential Appointments 


Elmo E. Griffin has been appointed » 
perintendent for the Prudential in 
Seattle Wash., district succeeding Robe 
J. Meister. Mr. Griffin joined the Seat 
staff 11 years ago, becoming successivé 
an assistant superintendent, inspector 
and now a superintendent. John ¥ 
Sneddon has been appointed an assistay 
superintendent in the San Francis 
| No. 1. 





























NEWS OF LOCAL ASSOCIATIONS 











ANDERSON DOUBLY HONORED 





Elected President of Northern Cali- 
fornia Association and Awarded 
Heron Trophy 





SAN FRANCISCO, CAL., June 24. 
—Victor A. Anderson of the Equitable 
Life was the recipient of the Heron 
Trophy at the annual meeting and din- 
ner of the Northern Association of Cali- 
fornia Life Underwriters. The trophy, 
donated last year by F. Heron, Pa- 
cific Coast supervisor of the Fidelity 
Mutual Life, is awarded each year to the 
person who during the year past has 
rendered the greatest service to the as- 
sociation and the institution of life in- 
surance generally. Mr. Anderson had 
complete charge of the recent sales con- 
gress held by the association and it was 
largely due to his splendid work in this 
connection that the trophy was awarded. 

Mr. Anderson was also elected presi- 
dent of the association, other selections 
being: First vice-president, Roy Hender- 
son, New York Life; second vice-presi- 
dent, George R. Tryner, Pacific Mutual; 
treasurer, Alvah P. Conklin, Mutual 
Life; secretary, Percy E. Webster, 
Aetna Life; executive committee, Paul 
K. Judson, Penn Mutual; H. Lester 
Archer, Western States Life; O. W. 
Fletter, New England Mutual; E. W. 
McIntyre, Union Central; Noel Jacks, 
Travelers; Arthur J. Hill, State Life of 
Indiana; L. E. Schussler, Provident Mu- 






tual; Jos. Meltzer, Metropolitan; Frank 
Ebertz, Prudential, and Fred Stripp, fi 
delity Mutual. 

The proposed amendment to the by 
laws, whereby it would be possible fo 
two representatives of the same com 
pany to hold office simultaneously, pro 
viding they lived in different cities, wai 
defeated. It was therefore necessaty 
| that the name of R. H. Mouser be 
| moved from the list of nominees for the 
|executive committee, inasmuch as he anf 
President-elect Anderson both represent 
the Equitable Life. The name of Fref 
Stripp, who has been active in assoc# 
tion work,’ was then substituted. _ 

Ray E. Brouillet, manager of the Str 
Motor Company, spoke on “Organize 
Sales Effort” and R. R. Bixby, assist 
ant trust officer of the mercantile Trust 
on “Conservation of Estates.” Forty: 
three new members were admitted. 


ee & 
FORM HARTFORD ASSOCIATION 






















Life Underwriters There to Have Ow 
Organization, Aside from Present 
State Association 











HARTFORD, CONN., June %4- 
More than 70 life underwriters ot art- 
ford gathered here Friday evening 4% 
organized the Hartford Life Underwrt 
ers Association. A constitution wa 
adopted and by-laws drawn up and a 
cepted and a board of directors elected 


















President 


J. C. MAGINNIE 
J. BARRY Vice-P resident 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, — a 
Incorporated a mg Mary A 


Standard Ordinary and Industrial Policies 








J. N. WARFIELD, Jr., Treasurer 


Dr. JH. IGLEHART, Medical 
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Stow this “argument” in your 
memory. It has proven exceed- 
ingly useful to Franklin fieldmen 
—and may to you. 


The WHY of it all! 


Out of every ten are afraid to die. The tenth man doesn’t want to die, but he isn’t afraid. He feels 
that his sins, such as they are, will be forgiven because he has lived up to his responsibilities in life to the best 
of his ability. He has arranged for the payment of all his debts. His wife and children will get along comfort- 
ably. The mortgage on his home will be lifted. And his sons and daughters will be able to continue in school. 





The other nine men 

Are not only afraid to die, they are afraid to live. They are afraid old age might catch them as financi- 
ally helpless as their families might be if they should die early. And there you have it! Die early—and maybe 
your family will be left helpless. Die late—and in your latter days you may be helpless yourself. 


nd that is 
The WHY of life insurance. It permits you to be ready for whatever happens and takes a lot of worry 
out of life and death both. It costs—well, not very much, a few cents a day at most; and even those few 


cents come back to you. 


If you try this “argument” and 
find it good, remember The 
Franklin when you run across a 
friend who is looking for a good 
connection. Your friend, by the 
way, must also be “good”. 
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A. M. Griffin, 


State of Missouri Representative 


ATURALLY you are ambitious, you want to succeed—get ahead—but 
you are from Missouri and want to be shown. 
A. M. Griffin has our proposition and is fairly itching to present it to 
you. Hehas been showing men from Missouri for a comparatively short 
time, and that it is well received is shown by the fact that he has built up a power- 
ful and successful agency force for the Peoples Life in, this territory. 
Now He Wants Now 


Agents and District Managers 


If you are qualified, and would like to work with him and the Peoples Life 
“the company with a future for you,” communicate with him at once, address- 
ing the Home office. ™ 


There is a future for you 


in the ‘Show Me State’’ 
with The Peoples Life 


PFO 


Chicago, Illinois 
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A Significant Sign: 


Business Is Good 


WITH 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
HARTFORD— Over 78 Years in Business—CQNN. 








| ing to be held within a few 


| meetings. 


| regular meetings and the idea has met 


| National Life of Vermont, presided at 


| closely after that of the National As- 


Officers will be chosen at another meet- 
days. 

Local underwriters in the past have 
been dependent for their inspiration and 
fellowship upon the state association, 
meeting in one city after another, with 
time and expense involved in attending 
Hartford life men decided to 
have their own association with frequent 


with very ready acceptance. The change 
is in line with the recommendations 
made by National President Clegg. 

W. James Tuller, general agent of the 


the dinner. George H. Harris, super- 
visor of field service of the Sun Life of 
Canada, spoke on “Courage in Sales- 
manship” and Oliver Thurman, super- 
intendent of agencies of the Mutual 
Benefit Life, talked on “Sales Meth- 
ods.” 
The new constitution is modeled 
sociation. The directors elected are as 
follows: Max Hafrtstall, George L. Hunt 
and C. E. Stockder, for three years; W. 
James Tuller, E. Gilbert Shepard and 
James E. Benney for two years and 
Dwight G. Holbrook, Thomas W. Rus- 
sell and Gordon V. Kuekner for one 
year. 
* * x 
Tulsa, Okla.—The Exchange Trust Com- 
pany staged a meeting with the life un- 








Complete Coverage Contract 


AVEN’T you frequently found the place where the prospect, feeling 


the need for coverage, wanted it complete — 
death —for the uncertain as well as for the c 
for one single and simple, yet thor oughly com 


The Complete Coverage Contract, sold by agents operating under the American 
Central Plan, makes it possible to do this very thing. These men sell Life Insur- 


ance—not simply Death Insurance. 


This is a part of the Plan. 


their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 


plan may readily secure them by writing today to 


AMERICAN 


The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionalizing 


for disability as well as 
ertain. The need here is 
plete, policy. 


derwriters of Tulsa and a fey , 
guests, as an initial movemen; tor 
development of further COODen 
among men of the two profe: 
Nearly 100 guests attended 
of whom were life men. 


vn of . - Presiden! 
the National Association of Life p, 


writers; J. L. Standeven, Frank p 
Neosho, Mo., and Caroll C, Day, pies 
agent for the Pacific Mutual at Oklab 
City, and president of the Oklahon, 
sociation of Life Underwriters, 

The general trend of the sen 
expressed was that real service q 
rendered through the cooperative , 
gies of the life underwriting me 
trust company service. Education, to 
point that men should understang 
what life insurance trust is, ang 
it can be made to accomplish s 
sought. Fred Johnson of the Ey 
Trust Company presided. 


* * * 

Indianapolis, Ind.—The annual mos 
of the Indianapolis association y 
held Friday evening. Following, 
quet there will be an election of 
officers. The play, “The Heart »# 
Estate”, which was well received » 
national convention last fall jp ; 
Angeles, will be given under the dy 
tion of professional talent and the » 
gram for the evening will close 
dancing. This will be open night, » 
bers are expected to bring their famy 
and friends and those who are iden 
with the business but are not mem 
of the association will also be on 
A large attendance is expected » 
compliment to President Paul W, § 
son, who has given the associatig 
very successful year. 


x * * 

Oklahoma City, Okla.—W ith strong 

probation expressed by every underwr 
present for the service rendered dum 
his two years administration, Caro | 
Day, retiring president of the Oklahs 
association, presided at the final meet 
of the season. Fred 8S. Goldstandt, g 
eral agent Equitable Life of New Yu 
was elected president; George Summ 
general agent Phoenix Mutual, vice-pr 
ident; Josephine Lincoln, Englesm 
Goldstandt agency, reelected secretar 
Hall Edwards, Federal Life, treasun 
The difference between the agent ¥ 
writes an application one out of ev 
two solicitations, and the one who wri 
one out of every ten people seen, 

explained by B. Notzen of Denver, g 
eral agent New York Life. The forma 
he said, knows about his company, } 
company’s goods and the fundamen 
facts of life insurance salesmanship, 

the latter does not. 
Sentiment the 
the life insurance business was emp 
sized by A. V. Mozingo of Greensbe 
N. C., agency director of the Jeffe 

Standard Life. An underwriter m 
have the equipment to capitalize on 8 
timent and to give the service made 
sible by this, plus the exposure, in or 
to possess the first ingredients of st 
cess in this line of business he said. 


foundation stone 


as 


ee 
Davenport, Ia—At the annual meet 
of the Davenport association George 
Harding, general agent of the Union © 
tral Life, was elected president. 0U 
officers elected were as follows: Fi 
vice-president, E, N. Coleman; sec? 
vice-president, Leon J. Zoeckler; see 
tary, Elmer Ross; treasurer, Harv 
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the de 


Becker; chairman of executive commlt 
tee, S. W. Sanford; member of execull 
committee, George Powell. 

Mr. Harding was also named as? 
representative of the Davenport associ 
tion on the national executive commit 
tee of the National Association. 
teports of the various committees fe 
the year showed the association to & 
in the most prosperous condition it} 
ever been. 


CENTRAL 
LIFE 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 


* * * 
Sioux City, Ia.—W. D. Morton was 
elected president of the Sioux City as 
ciation at its annual meeting. th® 
officers were elected as follows: I.E 
Crowley, vice-president; A. H. Stobdé 
secretary; Scott Burpee, treasurer, ® 
T. J. Hutton, national committeema™ 
The following were appointed mem 
bers of a committee to investigate &® 
proposition of holding a school of ® 
struction this fall: T. J. Hutton, Re 
Truesdell and J. J. Crowley. The a 
ing Saturday was the last to be he 
until fall. 


Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 


ee €¢ = 4 
Philadelphia, Pa.—President F a 
Pierce of the Philadelphia assoc a 
has appointed Charles F. Gannon an 
man of a special committee of seve? 
revise the association constitution ® 
(CONTINUED ON PAGE 32) 
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USINESS INSURANCE PROTECTS 


ALL FORMS OF ORGANIZATIONS 








HARLES L. LEWIN of the Pa- 
cific Mutual at Los Angeles, one of 
the most prominent leaders in the 
of life underwriting on the Pacific 


st, broadcasted a brief address on 
iness insurance from the studio of 
Los Angeles “Times” recently. His 


yarks follow: 
The subject assigned to me is very 
din its scope and I shall merely at- 
upt to give a general idea of its pur- 
es in the field of business. The topic 
, well be divided into three sections— 
urance for corporations, for co-part- 
rships, and for individuals. 


th of Executive 
Means Loss of Good Will 
With 
ce, | have 
patronage 
sstul business. 


corporation insur- 
learned that good-will 
most enjoy ed by any suc- 
It is derived from var- 
ys sources. It may be that a certain 
oportion of any business secured 
¢ to the reputation of the organization 
elf, or to the influence of certain indi- 
juals connected with it. In the event 
the death of any executive there will 


respect to 
1s 


is 


| partment. 


be a loss in an amount equal to a direct 
ratio of the value of the individual to 
the business. Life insurance will indem- 
nify such a condition. 

“Capital, in a commercial sense, means 
all the property owned, not borrowed, 
and used in the business. It is said that 
the brains and ability of each executive 
member can be classified as capital and 
that in the event of the death of such 


| executive the business should be paid in 


part for the loss that might be susté ained 
through the inability of the deceased 
member to function in his respective de- 
Business insurance in this 
respect is the capitalization of the indi- 
vidual ability. 

“In the event that a business organi- 


| zation desires to enlarge the scope of its 


present operations and in doing so finds 
that it is necessary to become a borrower 
in a large amount, it is only through the 
medium of life insurance that the con- 
tingent liability that is thus created may 
be protected at that particular time. 

“It is reasonable to assume that only 
through the elimination of an individual 
or an executive officer of a well-operated 


im- 
that 


same may be 


organization that the 
indebtedness 


paired, and that the 


| of life insurance contract is the primary 


has been created during the productive | 


period could not be met promptly, and 
it is with this thought that I urge life 
insurance to be carried as a stabilizing 


| influence in the business. 


; 


Insurance Creates Confidence 


in the Minds of Bankers 

“Corporation life insurance creates 
confidence in the minds of the bankers | 
and it has been stated by mercantile 
agencies that it is practically beyond 
question that corporation § insurance 


its users. The 
establishes 
commuu- 


strengthens the credit of 
increased confidence that it 
is recognized in the mercantile 
nity and reflected in mercantile reports. 

“My analysis this important sub- 
ject is that through the medium of a life 
insurance contract the brains and ability 
of each executive member of an organi- 
zation can be protected and that in the 
event of death the business, in receiving 
a compensation for the loss that occurs 


of 


will be strengthened and allowed to be 
placed in a position whereby a subordi- 
nate can be retained to fill the position 
without the business suffering any se- 
vere loss as a result of errors and inex- 
perience. The use of particular forms 
of life insurance is secondary. The pro- 


tection that is afforded through any torm 


| solved 


consideration. 


Prevents Dissolution 
of the Co-Partnership 


“A co-partnership is automatically dis- 
at the time of death and unless 


| an agreement has been entered into prior 


the estate of the de- 
ceased member of the co-partnership 
must settle with the surviving partner 
and depend entirely upon him tor an ac- 
counting of the business. It is very ad- 
visable in the majority of co-partner- 
ships for each partner to carry an 
amount of business life insurance on 
his life, that the estate of the de- 
ceased will receive in cash its interest in 
the business, the surviving partner being 


to the dissolution, 


so 


in sole control. It is also advisable to 
have an agreement drawn by and be- 
tween the partners relative to this mat 
ter, the wives also being signatories to 
the same. This is necessary in order to 
make this transaction legal under the 
community property law of this state. 


The partnership that is successful will 
find that the asset that either 
partner has is the life and the ability of 
his partner, and were he to lose his ad 
vice and counsel in their business the 
loss would probably act adversely in 
the future operations of the business 
“In the third section of this subject, 


greatest 
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Capable 


sive young Company. 
one day to 65 years. 


St. Joseph 


are among the present openings for general agents. ! 
others in Illinois, lowa, Oklahoma and Michigan as well as the States 


named above. 


Communicate with A. O. Hughes, 
Agencies. 


Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 


OHIO 


Cincinnati 


MISSOURI 
Springfield 


Exclusive Territory 


men desiring to build their own General Agencies in 
territory large enough to give them a real opportunity can 
obtain exclusive territory of their own choice with this progres- 
We accept all classes of life risks, age 


INDIANA 


Terra Haute Indianapolis 


Vice-President 


Dayton 


There are many 


in charge of 
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COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
Life 


Health Accident 

Life Policies—Disability Policies—Accident 
Policies 

Sub-Standard Standard Super-Standard 


One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 

















A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswervi 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 








POLICY LOANS CAUSE LAPSES 
Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Iinois 











CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES IOWA 








the largest group of men and women in 
business who have not taken advantage 
of the value of life insurance in business 
are those who are commonly termed in- 
dividual owners of business organiza- 
tions. I mean the druggist, the grocer, 
the shopkeeper, and the manufacturer 
who owns and manages his business 
himself. In the event of his loss, the 
business is then at the mercy of the 
creditors, if there are any, or of any in- 
dividual who may bid for the purchase 
of the business. A sale under these con- 
ditions is always under the market 
value. 

“There are many instances of flourish- 
ing business organizations commonly 
termed one man businesses becoming 
entirely disorganized upon the death of 
the owner which could have been dis- 
posed of advantageously during the life 
of the proprietor, but which were dis- 
posed of on a 50 cents on the dollar 
basis after his loss. The business life 
insurance contract would absorb any 
business loss that would be entailed by 
reason of the executive not being able to 
function in his own business. Funda- 
mentally, the whole purpose of business 
life insurance is to protect the home, 
because unless the business is amply 
protected the home is bound to suffer.” 








LOCALS ASSOCIATIONS 




















(CONTINUED FROM PAGE 30) 


change the by-laws so that the organiza- 
= can be legally incorporated in the 
all. 

It is the purpose of the local under- 

writers to place the association here on 
the same basis as those in Cleveland and 
Pittsburgh. It is hoped to have a scale 
of dues on a par with those now at 
Cleveland, which is considered a model 
by other life underwriters bodies. 
With the increase in dues and the 
newly organized incorporated body es- 
tablished next fall, Mr. Pierce declares 
that a paid executive secretary will be 
engaged to manage the affairs of the as- 
sociation. The special committee has 
been asked to make its report on the 
constitution late in September. The first 
meeting of the 1925-1926 season will be 
held the middle of October. 


* * * 


Louisville, Ky.—T. A. Murrell was 
unanimously elected president of the 
Louisville association last week. 

Other officers elected without opposi- 
tion are: First vice-president, B. A. 
Million; second vice-president, Alfred 
Chenoweth, and secretary-treasurer, J. 
Welborn Brown. 

Mansur B. Oakes of Indianapolis, presi- 
dent and editor of the Insurance Re- 
search & Review Service, spoke on “Au- 
tomatic Success.” 


* * x* 


Cincinnati, 0.—The Cincinnati associa- 
tion held its annual meeting and election 
of officers last week. This is the last 
meeting until fall. The officers elected 
were: President, Ralph Holterhoff, State 
Mutual; vice-president, L. B. Dierkes, 
New York Life; secretary, John B. Keena, 
Northwestern National; treasurer, Carl 
Dehoney, Equitable; executive commit- 
tee, L. C. Witten, Massachusetts Mutual; 
Max Salzer, New York Life; delegate to 
the Ohio State Association, Harvey L. 
Shephard, Mutual Benefit. 

William A. Searle, assistant to Presi- 
dent Clegg of the National Association, 
spoke on the advantages of membership 
in the local organization. He said that 
increased assistance can be rendered by 
the association when there is a paid 











secretary-manager. The Cincinnati asso- 














MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance 
A Company of Service 
Service to Policy Holders Service to Agents 


Operates under the er 
Live Up-to-Date Policies Ordinary Life 


H. B. HILL, President 


stration Act” which requires the reserve on every policy issued to be deposited 
in Trust by the Insurance Department of the State 
Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 


Service to the Public 


ciation will have such a paigq 
beginning this fall. Mr. Searle 
mented on the standard corporat 
of organization which many ~ 
have adopted. This plan differs 
erably from the usual methog 0, 
ference is in the method of elect; 
cers. Under this plan nine directas 
elected the first year and three perry 
thereafter, the directors Choosing th 
ecutive officials. This plan has the 
vantage of avoiding cliques whic, 
attempt to control the local agg, 
* * * 

St. Paul, Minn.—George W. Wels 
insurance commissioner, was th, 
cipal speaker at the last luncheon 
ing of the Minnesota life unde 
here. 


Give Most Thought to 
Getting New Busing 


HERE is a striking differeng | 
tween fire agents and life ageny 
regard to new business. A life a» 
must write new business to ma 
living, while the local agent looks tp 
renewals for his principal income, 

Ambitious agents should give » 
of their thought to new business, Lg 
agents are not educated to find py 
pects, but they can educate themsel 
Too many depend on small annual a 
tions to their premiums, looking jj 
ward, with justice, to a substantial; 
come in the course of time. The troy 
is they do not realize how fast they 
build, or how many prospects are rig 
under their feet. 

Much can be learned from life ing 
ance. A life general agent tells of 
agent who came to him discourag 
because he had no more prospects 
his list. The general agent said, 
don’t want you to solicit anybody i 
the next ten days. I want you tog 
every moment of your time to maki 
up a list of prospects. Simply goa 
and find men who have a wife and chi 
dren, make a record of their names a 
addresses, with the number and ages ¢ 
the children, and report to me.” | 
less than the 10 days the agent begg 
to be allowed _to solicit, saying he a 
200 of the best prospects he ev 
dreamed of. Incidentally, he went 9 
and made a real success. 

Any local agent can adopt th 
method for himself, and apply it to th 
kinds of insurance he sells. He can ii 
all the merchants, all the manufacturer 
all the building owners, all the leas 
hold tenants, all the automobile owner 
and then make his canvass on the di 
ferent kinds of insurance. 

This is different from what is kno 
as the “cold canvass.” Few men @ 
make a success of going to doors a 
trying to sell every kind of insurant 
like a peddler with a large kit. Mert 
classifying the prospects is a start. M 
man can handle a list of names withod 
thinking about them. Different ide 

applicable to different men_ will ocd 

to him. The whole argument about ti¢ 
line of insurance he is going to wots 
up will shape itself more fully in} 
mind than if he worked at random. | 

While he is gathering his informatie 
the local agent should do more than 
names and properties. He can elie 
ask about values or make a pretty goo! 
estimate himself. He can usually lea 
about the amount of insurance came 
and in nearly all cases it will be found 
that there is ground for addition 
policies. 










































risks he can get. 


Life Notes 


E. H. 

just closed a $1,000,000 group ! 

in the French Battery Compan 

oy. placing the business with 
ife. 


rived in Los Angeles Monday 4? 
spending the week with the 
California agency in this city, 
a class in accident and health 




















zation. 


A method like this will cure an agen 
of the idea that he has about all 
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